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The No. 27 Latch 





































Private Garages are just as popu- 
lar as Private Homes and with 
every private residence that is 
erected there is usually a garage 
built. The field for garage hard- 
ware is not only a big one—but a 
profitable one for dealers han- 
dling the National Line. 


The National Policy is to supply deal- 
ers direct. The price is therefore lower 
and their margin of profit higher— 
while the quality of the goods is the 
same—the best. 


The No. 27 Swinging Door Latch for 
garages is an excellent representation 
of National Construction and Quality. 
It is reversible for either Right or Left 
hand doors, and has a handle on both 
sides. 


Deciding what line of garage hard- 
ware to sell is easy to most dealers— 
NATIONAL, of course—and here’s the 


, reason once more: 








We supply you direct. 


NATIONAL MFG. CO. 


STERLING ILLINOIS 





The Aristocrat of Garage Door Latches 
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The Horn of the Huntsman Is Heard in the Hard- 
ware Store and the Ambitious Sportsman Is Buying 


Ammunition for His Little Journeys Into the Woods 


7 OW is the time to capitalize 
N tte call of the out-of-doors. 
Early spring brings this 

call to the sportsman when the trout 
season opens; summer continues to 
beckon him into the open distances 
of the highways and byways, and 
now in September, every live sports- 
man is thinking and planning about 
the opening day of the fall hunting 
season. 

Every hardware merchant 
capitalize this sporting instinct. 

Indian summer is on its way. 

October days are wonderful days 
in the fields and woods. 


can 





By A. H. VAN VorRIS 


It is almost impossible for the real 
sportsman to stick to business. He 
may be in the office, behind the coun- 
ter or wherever his place of business 
may be located, but many is the mo- 
ment he is far afield with gun and 
dog, in his mind’s eye, looking for- 
ward to that day when he will really 
go. 

September days are preparation 
days. 

Old Sportsman is looking over his 
hunting outfit. 

Many a chap knows he won’t be 
able to get out for many days of 
hunting — perhaps an _ afternoon 
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snatched here and there throughaut 
the season—but these fellows get 
just as much fun in looking over 
their equipment beforehand. 

Old Sportsman and Young Ama- 
teur, too, have taken their guns 
down from the wall, or out of the 
canvas case; every bit of dust has 
been wiped away; mechanisms are 
well oiled and gun barrels polishtd 
to a mirror-like finish; gun stocks 
are rubbed with oil and everythifg 
is ready for the big day in October 
when the law says, “Go get ’em.” 

But is everything ready? 

“How about it, Al?” 
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“Are you all set for the big day?” 

“Remember last fall when we were 
over on Hickory Mountain after 
grays? Remember how we started 
out for our all-day hike on that 
bright October morning; sun was 
hardly up and the dew on the grass 
almost as heavy as a night’s rain? 
Remember that you remarked with 
emphasis that another season would 
surely see you outfitted with a pair 
of canvas leginns—you’d gotten 
your trousers soaked for the last 
time?” 

“Better get those leggins to-day 
while we’re thinking about them.” 

“Another thing, Al—remember the 
first squirrel you got—that was 
easy; then the second which you tied 
to the first with a bit of cord; the 
third wasn’t so bad, either, but when 
you got four gray squirrels tied in 
pairs and dangling over your shoul- 
der, I must declare that you made me 
think of Old Leather Stocking him- 
self! Nowadays, you know, most 
fellows carry a hunting bag for their 
game, unless they wear a special 
hunting coat with large pockets.” 

“And by the way, Al, now that 
we’re checking over these things 
which you really ought to have, just 
turn back your memory to that 
afternoon when we were tramping 
over that country road on our way 
back to camp. Remember that rab- 
bit you spotted just around the bend 
in the road across that little bridge? 
You saw him first, so he was your 
‘meat,’ but you didn’t get him with 
your single barrel, and while you 
were fussing around in your coat 
pocket for another shell, Mr. Rabbit 
faded away in the bushes. Now, with 
one of these shell belts, which is just 
like the one I wore that day, your 
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Our stock of Shot Guns, in both 
| Calibre Rifles 
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second shell-would have been right at 
your finger tips and probably that 
spry bunny would have been yours, 
instead of ‘should’ have been.” 

“Glad you see the light, Al; you 
sure are wise in adding that shell 
belt to your list, and now that we 
have taken this much of your good 
money, why not let me fit you out in 
one of those hunting coats over 
there; that lot just came in and I’m 
sure of giving you a good fit. Here’s 
just your size, and after you’ve once 
worn it for a day in the woods, 
you’ll never go back to a pocket- 
less sweater.” 


The Value of Proper Equipment 


Some such conversation as the 
above really took place between the 
writer and a hunting companion a 
few weeks ago; we had been up at 
my camp together last October and 
these conditions actually happened, 
and at the time my friend remarked 
that he wanted me to make it a 
point then and there to remind him 
in due season to make the necessary 
additions to his outfit for this fall. 

This is a typical case for many of 
us, I imagine. 

Now, as to the present hunting 
season which is about to open, many 
of you readers, like myself, are 
keenly interested in this sport from 
the personal angle. You like to hike 
out into the woods and fields on a 
warm October afternoon to see what 
you can scare up in the small game— 
rabbits, squirrels and birds. 

Of what does your own equipment 
consist? 

It can be as simple or as elaborate 
as you wish to make it, and so it is 
with our customers. But you know 
the essential things to own, and you 
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| they bring home the game every time. 





I. VAN VORIS, 
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can often pass this infoxmation 
along to others who are ne well 
informed. 

If you’re a regular sp nd a 
crack shot, you may possi com- 
mend the small calibre rifle; but the 
fact remains, you’ve got to be some 
shot to bring home very much in that 
hunting bag if you depend on that 
little twenty-two rifle. 

Perhaps you'll agree that the shot 
gun is more to the point—that is, 
you point it, and your chances of a 
hit are lots better, unless you are so 
unfortunate as to be cross eyed. 

Speaking of shot guns, we find 
that the twelve gauge is the best 
seller, although some customers pre- 
fer the sixteen or twenty for brush 
work. This choice of gauge of shot 
gun is surely an unsettled one, I 
find, for every devotee has his own 
idea of the only thing to use. Some 
even insist that the ten gauge suits 
them best, although this seems to me 
too much like a young cannon. 

Then, about shot gun loads—I was 
greatly astonished the other day to 
read in the dealer magazines pub- 
lished by one of the leading powder 
companies of the country that the in- 
sistance of sportsmen upon such a 
vast variety of loads had brought the 
number of possible combinations up 
to an astounding figure. For in- 
stance, this writer went on to state 
that prior to Jan. 1, 1921, in a twelve 
gauge shell taking No. 6 shot, any 
one of 528 different loads could be 
secured; forty-eight combinations of 
No. 6 shot loads, with eleven dif- 
ferent brands of powder, making a 
grand total of 528 distinct loads. 

Think of it, and these figures deal 
with only one size of shot in a shell 
for only one gauge of gun. 


Freak Combinations Disappearing 


These foolish requirements have 
been cut down somewhat at the pres- 
ent writing, but even so, these freak 
ideas of many sportsmen tend to 
keep the prices of ammunition way 
up to a very impractical level. Of 
course the customer pays the bill— 
all customers of all ammunition—but 
it is hardly right that the average 
hunter should have to pay for the 
fancy loads of some of these “ad- 
vanced” sportsmen. It would almost 
seem that their own better judgment 
should tell them that they can 
scarcely hope to know more about a 
correct load than the factory experts 
who have combined them after ex- 
haustive field tests. 

Possibly you may consider this 
little discussion on shot gun shells 
not very apropos to the subject, but 
I have always found HARDWARE AGE 
very willing to act as a medium of 
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exchange for dealers’ ideas, and it 
is my very humble opinion that we 
should not humor these too “ad- 
vanced” sportsmen into believing 
that we think their own particular 
freak load should be accepted as the 
standard for America. The sooner 
we can all get together on a stand- 
ardization of loads, just that much 
sooner will the burden be lifted from 
the ammunition companies. We can 
help the good work along by tactfully 
leading these local “know-it-alls” 
back into the fold of standard loads. 

So much for the shell question. 

Now about the guns, themselves. 

Of course there is the choice of a 
single or a double barrel in either 
hammer or hammerless models. Then 
there is another choice between the 
repeater and the automatic shot gun. 
It all seems to be largely a matter 
of taste, for there’s all the sport in 
the world to be had with any of 
them. 

The advantage of price brings the 
single barrel into greatest demand, 
no doubt. When $12 or $15 buys a 
fairly good one, the price is by no 
means prohibitive even in these days. 


More Time for Hunting 


Take the question of unemploy- 
ment, for instance. I figure that it 
will work both ways. Lots of fel- 
lows won’t have the price of a gun 
with its continuous supply of ammu- 
nition. But there will be lots of 
others, working on-part time, who 
will see their way clear to the out- 
fit, inasmuch as there is now plenty 
of spare time for hunting in view. 
I can trace the sale of a couple of 
high power repeating rifles to just 
such a condition. 

To pardon another idea, arising 
from personal experience, there is 
much good sport to be had with one 
of the fairly new .22 long rifle auto- 
matic target pistols. I cannot com- 
mend them, exclusively, as the best 
small arm for small game, for the 
same thing applies as was previously 
mentioned regarding the .22 rifle— 
one must be a crack shot to fill the 
hunting bag. But with its long bar- 
rel, perfect grip and absence of re- 
coil, many direct hits can be scored 
after little practice, as I can state 
from experience. The cheap ammu- 
nition is a favorable feature, too. 
The pistol is carried in a specially de- 
signed shoulder holster, which makes 
it unusually easy'to take along as an 
accessory to the trip. 


Getting Into the Woods 


I have hoped in this article to 
bring out the value of a personal in- 
terest in and a knowledge of the 
outfits and equipment we are all try- 
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Here is a display of traps that ought to please the most fastidious trappe) 


ing to present to the attention of 
the sportsmen in our respective com- 
munities. Why not try to get out 
into the woods once in a while? 
Learn from experience what sort of 
equipment really is necessary for a 
day’s hunting; find out where the 
best hunting grounds are and pass 
the good word around; invite the 
boys to your store whenever you get 
in any new guns and let them feel 
that you are interested in them and 
in their outfits and not too much in 
the main idea of selling. 

I feel that this 1921 season is go- 
ing to bring’ fine results to all of 
us, and here’s hoping you get your 
hunting bag full when you find your 
opportunity to slip out for a day in 
the woods with your hunting com- 
panion. 

You will more than enjoy the 
day’s hunt if your equipment is 
complete. And by extra effort you 
can make every huntsman’s trip 


successful by selling the right 


equipment. 


Barney Moore-Kandy Co. 
highly re 
garded salesmen in the hardware and 


Two well-known and 
electrical field have, joined forces. 
They are Barney Moore and John 
Kandy of Chicago. The new com 
pany will be known as the Barnes 
Moore-Kandy Co. Offices have been 
taken at 1116 State-Lake Build- 
ing and the new concern is 
tively soliciting business. Mr. Moore 
is one of the veterans of the hard- 
ware trade and has a wide acquaint 
ance in the jobbing and retail cen 
ters of the Middle West. Mr. Kandy 
was with the French Battery and 
Carbon Co., as manager of the Chi- 
cago office for many years and has 
also represented hardware manufac- 
turing concerns. Lines which these 
gentlemen have handled separately 
are now being represented jointly. 
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The Time to Prepare Your Fall Hunting 
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The upper win- 
dow is from Iola, 
Kan., and shows 
a particularly at- 
tractive camping 
scene designed for 
fall trips. The 
window at the 
left was shown by 
the Weller Co., 
Scottsbluff, Neb. 
The traps are all 
ready outside the 
snow covered cab- 
in. The display 
was @ great suc- 
cess from a busi- 
ness standpornt 
last winter and 
can be used by 
most any hard- 
ware dealer again 
this year 














Above—J. A. Mahoney, Inc., Deming, N. M. Below—From Beaumont, Tex. Both windows are fine examples of 
hunting displays 
59 





“Do You Want Your Coffee, Now, Sir?” 


The Example That Can Be Gained from Waiter’s 
Daily Question—Selling the Lines That Bring in 
the Most Profit for the Hardware Merchandiser 


a public restaurant, or hotel, 
without the waiter saying in- 
vitingly, 
“Coffee?” 
Probably not. 


‘er you recall ever eating in 


Its a stock in- 
quiry wherever you go. Now this 
is not just courtesy, either. There 
is a reason back of it. Some shrewd 
restaurant man found out, years 
ago, that coffee was the best profit 
maker on the bill of fare and so he 
started out to sell all the coffee he 
could. Others came to the same 
fact and now everywhere it is the 
aim of the proprietor and his staff 
to sell all the coffee the traffic will 
bear. At 5 cents a cup there is a 
profit and at 10 cents it is a big 
money maker. 

Selling the “coffee” items in a 
hardware store is a worthy aim. 
It is easy enough to sell the things 
that bear little profit, but the divi- 
dends come from the sale of those 
things which carry a fine spread. 
And it only needs the right amount 
of push to boost sales of this kind. 

A young man employed by the 
Schroeder-Neilsen Hardware Co., 
Eau Claire, Wis., told a group meet- 
ing of dealers a few nights ago, 
about how he sold 300 safety razors 
in four months’ time—a total busi- 
ness of $1,500 when the normal 
trade of the store would not have 
been over $200 in this item for that 
period. Here is a town of 20,000 
people, a fine store and a live sales- 
man. He follows the practice of 
taking a good profit earner and 
pushing it and the results he gets, 
from it, prove the idea a winner. 

He even sold a fellow who had a 
beard as long as a necktie. The 
salesman had such fine success 
pushing the line that he “feared 
no man” and when he waited on 
the bearded man, who bought other 
goods, he thought he would try to 
sell him a safety razor. Couldn’t 
be done, you think? Well it was. 
The man explained that he was go- 
ing to give the razor to his son, but 
the sale was made. Now the sales- 
man is working on vacuum clean- 
ers and he will hang up a record 
there, too, and earn some worth- 
while profits. 

Most hardware dealers are sell- 
ing from five to fifteen items on 


which there are no profits and often 
losses. The result is they have to 
put an earning power on other 
goods to take the place of the lines 
which they are selling at less than 
the profitable price. But putting 
the profit on goods is no better than 
wishing one had a million dollars. 
The goods have to be sold before 
the profit is earned. 

And to realize the profits the 
store must be mapped out in a way 
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A Most Timely Suggestion 


Preparations are  com- 
pleted for the big conven- 
tions that are going to be 
held Oct. 17 to 22 at Atlantic 
City. You should be ready 
to attend and get full value 
from three big events. The 
Manufacturers and the Job- 
bers will be there to attend 
the accessory exhibit on the 


Million Dollar Pier. 
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that is going to be the most advan- 
tageous to both the customers and 
the salesmen. If you hide the de- 
partments that are being looked for 
in some remote part of the store, 
it means that you are going to be 
the loser in the long run. The 
merchant who places at the front 
of his store the lines that are the 
most attractive both to’ the cus- 
tomer’s eye and his cash register, 
is doing a mighty wise thing. 
What Goes Up Front? 

Why are cutlery and fine tool de- 
partments at the front of stores? 
Simply because they have preferred 
position in the scheme of selling as 
they are earners of better than 
average profit. Is it justifiable to 
put special push and effort behind 
the sale of electric washing ma- 
chines? Certainly, because sales 
earn more money than a correspond- 
ing amount of goods in other lines. 
Now there is no great business 
acumen in selling 100 kegs of nails. 
Not a keg can be sold where there is 
no demand for them and a mere 
boy, who can read a scale, can sell 
them just about as successfully as 
the sagacious hardware dealer. 
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But there is achievement in sell- 
ing a vacuum cleaner because de- 
mand has to be created and because 
the profit made is big enough to 
make a real difference. 

The Geele Hardware Co., Sheboy- 
gan, Wis., is making a special push 
on enameled ranges. Such stock 
sells at a big figure and carries a 
profit for every dollar of the sale. 
During one week 29 of these stoves 
were sold. A special plan was be- 
hind the sale and the business, 
which reached into several thou- 
sands of dollars, and carried a mar- 
gin which was mighty welcome. 
J. E. Smith, general manager, in 
discussing the store’s success with 
stoves, said he felt that it was spe- 
cial effort which had made possible 
such a fine record. 


Going After Good Business 

“This is a range buying commu- 
nity and it would not have been 
anything to our credit to have sold 
a large number of stoves during a 
special week, but to sell so many 
enameled stoves is an attainment 
that we are gratified to note. We 
used the newspapers freely, em- 
ployed a mailing list, had a good 
store arrangement and concentrated 
our effort on the line. The results 
were big.” 

Its worth while to sell over 
$3,000 worth of big profit goods in 
a week, isn’t it? 

. One of the ways to overcome the 
loss of business through declining 
prices is to increase volume, of 
course. That is obvious and just a 
little bit easier to know than to do. 
But stores which are trying to in- 
crease volume find that the push- 
ing of special lines that carry an 
extra margin pays. The most suc- 
cessful traveler of one large whole- 
sale hardware house is the man who 
makes a list of five items every Mon- 
day morning and gives special at- 
tention to them for the week. These 
items are all good lines but not 
staples, and they earn a profit for 
the house. He often makes them 
reach one-third of the total of his 
whole business. This just about 
represents a third gain in business. 

A group of Wisconsin dealers 
were discussing the possibility of 
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The Foster-Stevens Co., Grand Rapids, Mich., have devoted an entire window to thé displaying of ironers with the 


suggested washer in the corner. 


reducing overhead at a meeting at 
West Bend, Wis. Assistant Secre- 
tary Christianson asked if it were 
possible to reduce overhead ex- 
pense. The item of wages was dis- 
cussed and the deaiers said no re- 
ductions could be made at this time. 
It was agreed that rent, light, in- 
surance and other items were not 


any less costly. Then 
said: 

“You can reduce overhead only 
by increasing volume—profitable 
volume, especially. We must sell 
more goods and the more we can 
sell of the goods that bring a long 
price the more money we can earn.” 

Small tools are worth a whole 


some one 


The actual washing hanging up is an added feature 


window because they sell at a good 
margin. The grocer does not ad- 
vertise sugar and the hardware man 
does not spend money to sell nails, 
but fancy fruits and electrical ap- 
pliances can be advertised because 
they earn a good profit. Pushing 
profitable lines pushes up the sales 
total and pays dividends. 


The Gross Hardware Co., Milwaukee, Wis., recently had a display of fine tools and drew the skilled mechanic's at- 
tention to its line 





Why Tony Junior Rings the Bell 
La 


The Fruit Vender Is Adver- 
tising and Pushing His 
Wares and It Is High Time 
That You Did the Same 
Thing—The Falling Curve 


of Prices for the Future. 


VERY morning about the time 
BK I leave for work he comes. 
He is a vender of fruit—a 

very ordinary vender of equally or- 
dinary fruit. He looks more like a 
fruit vender than any fruit vender 
that ever vended fruit on the public 
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highways. He has the prescribed 
long black mustachios, a red ban- 
dana about his tough old neck, a 
slouch hat, earrings and all the in- 
cidential scenery that goes to make 
an orthodox “Eyetalian” fruit ven- 
der. And his name is Tony. Under 
the circumstances it could be nothing 
else. ’T would be profaning the shrine 
of Belasco and Griffith if his name 
were anything but Tony. 

But, as our neighborhood is made 
up of free-born Americans who de- 
light in nothing so much as profan- 
ing some sacred shrine, we call him 
not “Tony,” but “Ben’—‘“Ben, the 
Bum,” when we are in an endearing 
mood. I’ll explain this alias later. 

For several years past at exactly 
7:30 Ben shoves himself and his 
apoplectie fruit cart around the cor- 
ner where it invariably threatens 
suicide by tottering drunkenly on the 
brink of a faulty drain. Ben with 
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By C. H. HANDERSON 


difficulty rights the swaying wreck 
and immediately emits calls that 
might equally well be the battle cry 
of a vendetta or of a hyena at the 
zoo. Constant practice coupled with 
close observation have enabled me to 
understand that the net meaning of 
Ben’s unearthly catterwallings is 
“fresh fruit.” 

It is a lie, a blatant lie, for Ben’s 
fruit is no fresher than allowed by 
law, but nevertheless, Ben serves a 
neighborhood need, for we all know 
that when he rounds the corner and 
rattles the echoes with his scream it 
is high time to gulp the second cup 
of coffee and gallop for the office. 
Any delay in Ben’s appearance 
would upset the schedule of the com- 
munity—if it did not seriously crip- 
ple the industrial life of the entire 
city. He is the “Big Ben” of the 
entire neighborhood. That’s why we 
call him “Ben.” 


Enter, Tony Jr. 


And about a week ago a slight but 
important variation in Ben’s appear- 
ance occurred. He rounded the 
scheduled corner on scheduled time 
all right enough, but this particular 
morning he was preceded by a dupli- 
cate in miniature, a chip off the old 
block, who prefaced Ben by a little 
bit, and rang doorbells to summon 
the good housewives to do homage 
to his liege lord and master. 

“Why,” you and the editor of 
HARDWARE AGE may ask, “have you 
gone and used up all this valuable 
space in a hectic endeavor to im- 
press me with so ordinary a charac- 
ter as this Tony?” 

I have taken this liberty, beloved 
and all-wise reader, because Tony 
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plus Tony, Jr., is a sign of the times 
and as such is pregnant with im- 
portance. Tony’s action in multiply- 
ing his efforts by the aid of his son 
and side-kick is a simple symbol of 
a condition which will soon be upon 
us. 

Economists seem to be in a fair 
degree of agreement (for econom- 
ists) over the price curve of the next 
ten years—they seem to agree fairly 
well that it will be a falling curve. 
Prices will gradually fall. While 
stuff stays on the shelves it will be 
losing worth as rapidly as a chunk 
of ice loses weight in the summer 
sunlight. Oh, true, there will be 
periods of eruption, bulges in the 
curve, but the average over a reason- 
able period will be downward. 


If this dope is wrong all the rest 
of this delightful and highly instruc- 
tive symposium is worth less even 
than the dust under thy feet. But 
before it is proved wrong I’ll have 
cashed the editor’s check and you 
will have forgotten you ever wasted 
a moment, with me—so no harm will 
be done. Therefore, I shall proceed 
apace, trusting that you will accom- 
pany me and be prepared in case 
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what the economists tell us should 
come to pass— 


“Losing Value While They Sleep” 


And they tell us that the price 
curve of the next few years will be 
downward. In other words, the 
lawnmower that lingers betimes on 
your floor will lose worth as it lin- 
gers. The nails in your bins will 
lose profit even while they sleep. 
Nothing we have on our shelves will 
work for us while it sleeps, as was 
the case in the past. Everything we 
carry from sunset to sunup will have 
a tendency to be worth less at sun- 
up than at sundown. 

Once before we took your time to 
point out that this condition will 
spell the end of the happy-go-lucky 
merchant and will recall to the cen- 
ter of the stage the old-time merch- 
ant and the old-time merchandising 
and buying methods. But there is 
yet more meat in the horny, hairy 
cocoanut that the economists have 
handed us as their brainchild— 

Coincident with the return of the 
old-time, close-fisted, leathern-vested 
merchant will come a new type of 
merchant—a development, a creation 
and combination of the old-time 
merchant and the youthful specu- 
lator and optimist of yesterday. 
This new merchant will know buy- 
ing as did his father. He will re- 
spect the corners. He will know as 
did his father how to make every 
inch of floor space work. He will 
know prices—past, present and fu- 
ture. He will be a reader of his 
trade journals. He will gamble 
little. All this he will be and more 
—for as he sleeps and his stock 
sleeps, its value and his worldly 
worth will be dwindling even as does 
a swain’s pocketbook at a county 
fair. 

Slow stock, sleeping stock, be it on 
manufacturers’ or merchants’ 
shelves, will mean—not gain as in 
the past—but loss. This fact will 
mean that the little god of the mor- 
row, the thing every merchant will 
worship and sacrifice for, will be that 
thing called turnover! 

Turnover!! The word has been 
little heard of late. It has almost 
fallen into disuse and disrepute. But 
it has staged a comeback that will 
soon take it from out of the dust and 
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raise it to the dignity of the head- 
stone in the corner. 


Turnover Times Are Coming 


Turnover! The demand for it will 
be intense and dramatic. Manufac- 
turers will speed production by every 
known means in order to hasten the 
passage of goods through their 
shops, in order to minimize “loss in 
transit.” Likewise will merchants 
speed by all manner of means the 
time consumed in transporting stuffs 
from their receiving rooms to the 
hands of the customer. 

All this desire for haste in turn- 
over—haste in manufacturing and 
merchandising turnover—may to a 
degree cheapen the product as a 
means of insuring against loss dur- 
ing manufacture. But manufactur- 
ers who employ this method will 
soon be checked by the resultant de- 
lay which such cheapening will have 
upon the merchants’ turnover and 
sales. 

All this desire and necessity for 
quickened turnover from manufac- 
turer to dealer and from dealer to 
consumer will bring into play every 
known means of facilitating turn- 
over. All the good and close buying 
indulged in by our forefathers will 


not cure bad selling. Quick turnover 
demands good selling as well as. good 
buying. 

What then will be the effects on 
buying and selling of this falling 
price curve? 

Smaller stocks will be carried by 
the merchant—smaller quantities of 
a style and more styles—lest some 
stray customer slip out without be- 
ing fully satisfied. Customers will 
want what they want, and this 
coupled with small buying will neces- 
sitate close watching of stocks. The 
good old “want book” will come back 
into prominence. 

Small stocks with wide selections 
will force the maintenance of stock 
back upon the jobber, and he in turn 
will endeavor to pass the proverbial 
buck to the long suffering and much 
bedamned manufacturer. 

Manufacturers with “immediate 
delivery” will be the pets of the 
buyer. Geographical location of 
manufacturers will be considered as 
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an additional means of hastening de- 
livery. Branch warehouses may in- 
crease in favor. Everything will be 
done by manufacturers and jobbers 
to offer the open sesame to the deal- 
ers’ good graces and this open se- 
same will be “we'll have it to you to- 
morrow morning.” 

So much briefly sketches the ap- 
parent buying tendencies of the im- 
mediate future. 


The Selling of the Future 


The selling tendencies are still 
more clearly defined. Staple articles 
requiring minimum sales effort will 
reap the harvest of popularity. Well 
established brands with proverbially 
quick turnover wil! dominate mer- 
chants’ stocks. The time-tested line 
with wide consumer acceptance will 
be the universal favorite on the 
shelves of every merchant, be he a 
hardware dealer or purveyor of 
“drugs, sodas and toilet sundries.” 

Prices will be figured close—to 
speed turnover. Even now the proof 
of the wisdom of this close pricing 
is apparent. Stores who have taken 
their punishment and_ liquidated 
have and are being favored by the 
public. Many a stiff-necked merchant 
who has held his prices up and let his 
stocks run slowly down in the vain 
hope of netting full war profits and 
rebuying at low ebb, is finding his 
customers forming new buying 
habits at the store of a competitor, 
who took his medicine and is hot out 
after public approval with the new 
prices. To be ‘stiff-necked like the 
oak when a hurricane blows is dan- 
gerous. ’Tis wiser oftentimes to bend 
even as does the willow—and liqui- 
date. 

And with the demand for speeding 
up of turnover will come a new and 
louder demand for salesmanship of 
the highest calibre among all man- 
ner of business. If the salesman has 
been a drug on the market for five 
years, he can now go out and get 
his shoes polished and purchase a 
new and flame-colored suit, for he is 
about to ascend into the heaven of 
Demand for Salesmen. 


For five years the bespectacled 
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technical manufacturing man with 
his micrometers and learned and un- 
intelligible talk has been in the 
saddle. Many of them have risen on 
high into the seats of the mighty, 
displacing men long trained in sell- 
ing but unaccustomed to flood de- 
mand. To such technical men, 
trained only in the sphere of produc- 
tion, I say, “Take heed for the bride- 
groom cometh. Go hire some sales- 
men, old top, for wheels no longer 
will make the world go round. You 
now require the oily tongue of Sales- 
men.” 


The Hand Maiden of Selling 


And with this renaissance of sell- 
ing will come a similar renaissance 
of advertising, as advertised goods 
will hold preference because of their 
turnover. All goods will attempt to 
become “advertised.” Competition 
for the attention of the reading pub- 
lic will be intense. It will have 
its inevitable reaction—a falling off 
in advertising resulting from a fall- 
ing off in return per dollar invested. 
And it will force a betterment in ad- 
vertising and selling of all sorts. 

Profits will be too close to permit 
of hilarious expenditure. Results 
will be watched. Economical means, 
though they take more sweat, will be 
favored. The orgy of drunkenness 
in all manner of things, charac- 
teristic of the past five years or more, 
is past. The “morning after” is 
passing. The dawn of a better day 
is at hand—a day when we will re- 
turn to work, a day when we will 
get right down ‘to the brassiest brass 
tacks, a day when inefficiencies in 
manufacture and in distribution will, 
must, be eliminated and quickly. 
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The past year has been a great 
crucible. We have passed through it 
with wondrously little burning. We 
now emerge into a new era and a 
better era dominated neither by 
weasened little figures hammering 
costs down to profitless points, nor 
by checker-suited maniacs with 
enormous vocal accomplishment. No! 
The day that dawns is the day of the 
Four Square man—a man who buys 
wisely and closely but does not make 
a god of buying to the neglect of sell- 
ing. It is a day of the man who 
buys wisely to sell quickly. The day 
of the man who is well rounded—a 
good buyer, a surpassing salesman, a 
good advertiser, a good merchant. 

This man will be a combination of 
our fathers and our sons. He will 
be the idealized merchant. More ac- 
tual progress in merchandising, ad- 
vertising and selling will be made in 
the next ten years than we have seen 
in the past generation. No one side 
will be neglected for any other, else 
the negligent one will fail. There 
may be no spectacular progress, no 
ringing of bells and shooting of fire- 
works, but the progress will be real 
and fundamental and we will com- 
plete the era of falling prices rounded 
out in the art of buying well and sell- 
ing faster. 


Now Tony, the tight-fisted, hard- 
buying merchant, has a child with 
him who rings doorbells and sum- 
mons the populace to come and do 
homage to his liege lord and master 
—and what the child does for Tony, 
the fruit vender, the wise hardware 
merchant will do likewise by the aid 
of more and better advertising and 
selling. 


Being Courteous to Salesmen 


4n Excellent Investment Upon the Part of the 
Retail Merchant—How the Traveler Helps. 


By A TRAVELING SALESMAN 
UCH has been said in our 
daily press, our weekly and 


M monthly hardware journals 
by our public speakers and our con- 
vention’ speakers of: the ills, draw- 
backs and the hardships of busi- 
ness in these times. In almost all 
cases, or at least 95 per cent of 
them, these articles that were writ- 
ten, or if verbally transmitted, were 
propounded by either the president 
or sales manager of some organiza- 
tion, by some buyer or department 
manager, by the retail merchant, or 
by the consumer either directly or 
indirectly. Rarely do you see where 


a traveling salesman who is one of 
the important spokes in the wheel of 
the business world is defended, 
praised or credited with the big part 
he plays daily in the lives of mer- 
chants, wholesalers and consumers. 

I hope to be able to take his side 
in my brief writings, and will try 
to show through the pen how this 
broad-minded traveling salesman 
who is daily calling on the hardware 
trade, looks at the different condi- 
tions that arise each and every day 
in the business world and what 
remedies he would propose if 
needed. 

In this writing I would like to 
show how the salesman longs to 
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meet his merchant buyer, and how 
he in turn wants to treat the mer- 
chant. No merchant or buyer of 
hardware should turn a salesman 
away without giving him a hearing, 
no matter if you buy or rot. A real 
salesman will never forget the cour- 
teous merchant and will always ad- 
vertise him to his fellow salesman 
as a real man. A merchant who is 
always very busy with his books, or 
morning mail, or who has just re- 
membered that he must run out 
about 14 blocks and buy that old 
stove, leaving the salesman to pa- 
tiently await his return, before giv- 
ing him two or three minutes’ audi- 
ence, soon becomes known, : and 
every salesman will try to outwit 
him. The result is this merchant 
is continually in hot water, fearing 
some saleman will take advantage 
of him. And he should be in that 
mood because by his treatment he 
has shown the salesman that he dis- 
trusts him, and every other man 
who enters his store to sell him 
goods. 

This merchant cannot expect any 
favors from his traveler because 
when that time comes that the 
salesman’s house gives him a bar- 
gain in cold chisels, or in nail ham- 
mers, or in some garden tool, he 
cannot buy that bargain much as 
he needs it because he is afraid 
the salesman is trying to unload 
something on him. This is a con- 
dition I meet and so does every 
other salesman selling hardware. 
This merchant, if he would only 
give his regular travelers a hearty 
handshake when they enter—if he 
would return the pleasant greeting 
the salesman offers and show him 
that he places every confidence in 
him and the house he represents, 
he would find his conditions so 
changed, it would seem to him the 
sun was shining day and night. For 
the majority of salesmen selling 
hardware calling on their customers 
every two or three weeks, have 
more at stake than merely securing 
an order. They expect to call on 
that man every trip; they expect the 
goods to be the same as previously 
purchased; they expect him to have 
no complaint because the house 
does so and so, and above all they 
expect that the merchant will be 
well satisfied by his previous treat- 
ment, that he will place another 
very substantial order. Don’t you 
see, my dear merchant friends, that 
we prize even above your orders, 
your friendship, your trust, and 
your confidence, and don’t forget 
95 per cent of us will never abuse 
that trust and friendship and the 
other 5 per cent can abuse it only 
once, 









Saving Time 


and Money 


by Using Steam Pressure 


The Modern Housewife Will Listen to the 
Arguments for Preserving by Steam Pres- 
sure If the Salesmen Know How to 
Strike the Responsive Economic Chord 


By LUCILE MACNAUGHTON 


HEN the canning season is 

W\ at its height one big hard- 
ware store has found it ex- 

cellent business to have a demon- 
stration of fruit canning supplies 
and canning methods. An expert is 




































secured from the factory for a 
demonstration covering one 
or two weeks, and by careful 
merchandising, watchful ad- 
vertising and good window 
displays accompanied by a 
shrewd demonstration the 
store sells a quantity of all 

the utensils that are used 

by the housewife in can- 

ning season. a 

In order to make the 
demonstration as attrac- 
tive as possible, the store 
arranges a booth, from which the 
demonstrator, usually a woman, 
works. This booth is built in the 
form of a hollow square with a 
small gas plate arranged within 
the square and at a convenient place 
for the demonstrator. She is given 
plenty of space in which to work 
and yet every thing is made as com- 
pact as possible in order to save 
steps. 

Cases of extra fruit jars are 
brought from the stock rooms and 
neatly piled on the floor beneath 
the white porcelain tables which 
form the square or demonstration 
booth. On a space left clear in 
front of the worker are placed a 
few jars of fruit and vegetables 
showing perhaps. string beans 
standing carefully upright within a 
wide mouthed jar; whole plums de- 
licious in appearance and_ sur- 
rounded by rich juice; whole toma- 
toes, bright red and as tempting as 
though fresh from the vines and 
succulent stalks of asparagus. 
These attractive foods 


would 


cause even a disinterested customer 
to stop and before she knows it she 
is interested to the extent of hav- 
ing a dozen jars or jelly glasses 
sent out to her home. 





A trip to the market nearby is 
made by the demonstrator and one 
of the saleswomen, and a choice of 
fruits and vegetables is made which 
will appeal to the eye of everyone 
entering the store. Care is taken in 
placing the demonstration booth, so 
that it fairly demands attention. 

Then the array of canning needs 
displayed is one which is a marvel 
to many housekeepers. How many 
times have we seen the busy house- 
wife putting up jelly and watched 
her working away, squeezing the 
fruits in a clean flower sack to 
make jellies. Would she not many 
times over rather place her fruits 
in a jelly strainer, a bag which is 
affixed to a wire rack and arranged 
so that it may be suspended above 
a preserving kettle and the fruit 
left to strain until all of the juice 
is secured, but how many house- 
wives would ever learn of these con- 
veniences if the dealer did not ex- 
hibit them to her. She might see 
them in the window and again she 
might pass them many times with- 
out knowing what they were. 

So when the demonstration is go- 
ing on all of the new and modern 
conveniences for lightening labor, 
saving time and improving the 
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quality of the canned foods are 
brought to the front and used, dem- 
onstrated and explained for the 
benefit of any interested customer. 

There are the wide mouthed jars 
and by using these it is a simple 
matter to put up whole peaches, to- 
matoes, ears of corn and other 
fruits and vegetables perfectly 
shaped and succulent and appetiz- 
ing in appearance. 


The Canning Accessories 


There are patent tops and lids of 
all kinds for sealing a, jar and mak- 
ing it secure against spoilage. 
Wooden spoons are a necessity for 
stirring acidulous fruits and vege- 
tables, so a supply with long han- 
dles is kept on hand. Other very 
necessary items are rubber rings, 
jelly glasses and moulds, patent 
lifters, measuring cups, fruit 
presses, colanders, jelly bags and 
strainers on supports, canners, 
which may be made with a wash 
boiler or a big kettle, well-fitting 
covers, false bottoms, bowls, sharp 
knives for paring, plenty of clean 
white cheese cloth, a funnel, a 
quart measuring cup and a clock. 

And so we come to the latest and 
the most wonderful of, time, money 
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and labor savers in the canning 
world, the steam pressure canner 
and cooker. 

This is so new that the hardware 
dealer has to push the sales in or- 
der to put it before the public. The 
first thing to be accomplished is to 
sell the merits of the cooker to the 
sales force in the store. A wonder- 
ful appliance might be secured by 
the purchasing agent, and the stock 
_carefully merchandised for rapid 
sales, but if the sales people are 
not sold on the project the public 
“never will be. 

' There are several methods of 
getting the salesmen acquainted 
with the stock, but the best is let- 
ting them see the merchandise be- 
.ing demonstrated. So in introduc- 
ing the steam’ pressure cooker the 
‘factory sent 4 man to the store to 










‘to the store—and 





Here is the way housewives will hear about steam pressure cooking 


show the public and the sales peo- 
ple what the cooker could do. 


Demonstrating for the Salesforce 


They watched him while he 
canned a few small jars of fruits 
and marveled at the short time it 
took, so it did not take them long to 
realize that here was an object that 
the public needed badly, and that 
here was an opportunity for them 
to make a lot of sales. 

They were accustomed to the 
Cold Pack methods of canning; and 
showing the customer how she could 
make a very good canner out of a 
wash boiler, a rack and a few jars 
was an old story to them, but they 
quickly realized that here was a 
utensil that would save the cus- 
tomer so much and reap such profits 
incidentally to 
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themselves—that they must _ get 
down and dig in order to be thor- 
oughly informed upon the merits of 
the cooker if they would put it 
across. 

And they .watch attentively so 
that when the customer finally ar- 
rives in the store they may not 
spoil a sale from lack of informa- 
tion in regard to what results the 
utensil can accomplish. 

Economy is the first thought that 
the housewife has in canning and 
preserving fruits and vegetables. 
It has proven to be much more 
economical for the housewife to put 
up her winter’s supply of foods than 
to buy it all prepared. It is an 
economy to put up a half bushel of 
peaches or tomatoes or other foods 
that might otherwise spoil and 
store the jars on the pantry shelves 
in neat, wholesome array, and so 
the housewife has got into the habit 
of exerting herself during the long, 
hot, summer months to put up 
enough fruit and vegetables to 
carry her family through the win- 
ter. 


Saving the Housewife’s Nerves 


While the housewife was, how- 
ever, economizing to the extent of 
putting up her own preserves she 
was not economizing in the matter 
of her own nerves and strength. 

Many and many a long weary day 
she put in and used methods that 
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There is much use for the steam pressure outfit in farming districts and it opens up a new field for small town mer- 


her mother and her’ mother’s 
mother had used before her. 

But with the advent of a utensil 
which will not only save fruits and 
vegetables for the family but will 


Walbridge & Co., Buffalo, N. Y., are great believers in the- possibilities of the 


chants 


save such a great amount of time 
that it is almost inconceivable the 
woman realized that she must get 
acquainted with this wonderful 
piece of mechanism known as the 


Steam Pressure Cooker. It is a ves- 
sel by use of which the housewife 
can cook under steam pressure, the 
same method that has been used by 
professional canners for years. 


canning season 
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In showing this utensil the sales- 
man must instruct the cus8tomer to 
remember that the length of time 
for processing as specified in the rec- 
ipes is calculated from the time the 
required steam pressure is regis- 
tered on the steam gauge, and not 
from the time the canner is placed 
on the fire and started with its con- 
tents. 

The methods used with this cook- 
er and the precautions which the 
housewife must take are similar to 
the precautions which she has 
learned to take with every method, 
from boiling in an open kettle to 
the Cold Pack and finally up to the 
steam pressure process, 

Fruits of all kinds may be quick- 
ly and safely canned, and among 
the vegetables, tomatoes, corn, 
beans and peas are perhaps the 
most popular, although asparagus 
and all other vegetables are now 
canned easily and safely under 
steam pressure. 


They Even Can Meats 


It is not every housewife who is 
willing to risk an experiment with 
canning meats, but since the wide- 
spread adoption of the steam pres- 
sure canner and the reports of the 
hundreds of housewives who are 
successfully canning meats and 
fowl, it has become, not an experi- 
ment, but an every day matter, and 
one of great importance. 

One reason for the great impor- 
tance is the saving of meats by can- 
ning, the fact that when they are 
cheap they may be canned and then 
used when they are more expensive. 

Canning and saving meats means 
a great deal to the housewife on the 
farm. Beeves, hogs and other ani- 
mals are killed in quantities in mid- 
winter, and if not eaten before a 
warm spell comes on they are in 
great danger of spoilage, but if 
these meats can be canned and ren- 
dered as palatable as when freshly 
killed, then the housewife has ac- 
complished a_ great deal. The 
hours and hours that it would 
ordinarily take to can this meat in- 
timidates the housewife with the 
fearful amount of time and work 
involved, but after she has discov- 

that she may prepare the meat 
emarkably short time by steam 

ssure cookery and render it more 
‘alatable than if prepared by other 
methods, she is on the market for 
a steam pressure cooker, so what 
remains is for the hardware mer- 
chant to make the housewives 
throughout the country acquainted 
with a utensil which will mean so 
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much to them in saving time, foods 
and money, 


She Can Save the Price of It 


Then it is the business of the 
salesperson to show her how she 
can save the price of it. Instead of 
spending three to five hours boiling 
a tough old hen, and then perhaps 
pitching it into the garbage can in 
disgust because it refused to be- 
come tender, she can cook it—under 
steam pressure—in 30 minutes, in 
which time it will become so ten- 
der that it may be cut with a fork. 

She can cook the tough neck 
pieces of beef, which ordinarily the 
housewife would not buy because 
they would require so much gas to 
cook tender and render palatable; 
she can cook the ends of ham, which 
are much cheaper than the fine cuts 
in the center, and save at least one- 
half the cost of the meat, and as 
for the time required, with an open 
kettle four hours is not too long 
to cook a ham, and with a steam 
pressure vessel 50 minutes is ample. 
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Pot roasts which would take at 
least two hours require but fifty 
minutes. 

Therefore it does not take long 
to prove to the housewife that with 
a steam pressure cooker she can 
day by day save a_ surprising 
amount of money. 

The housewife is enabled by the 
use of the cooker to take fruits and 
vegetables purchased when the 
market is overstocked and prices 
low, and can them quickly and inex- 
pensively for future use. 


As Necessary as Other Time Savers 


She finds that a steam pressure 
cooker is as necessary in her home 
as a vacuum sweeper, an electric 
washing machine or an electric flat 
iron, so remembering that while the 
preparation of foods will last for- 
ever the canning season does not 
last the year round, the hardware 
merchant must see that his stock of 
cookers is adequate and go after 
business in this line. 


“The Tide Has Turned to Rise’ 


Fayette R. Plumb, Inc., Philadelphia, Has 


Out 


The following letter has been sent 
out by Fayette R. Plumb, Inc., Phila- 
delphia, to customers: 


“The Tide Has Turned to Rise” 


“Over a year ago we urged our 
customers to save themselves from 
losses by bending every energy to re- 
duce their surplus stocks and get 
rid of the slow moving items. Now 
we say, be alert to grasp the oppor- 
tunities for gain to offset the losses. 

“A year ago the tide had passed 
the flood and was running out. Now 
it has passed the ebb and is slowly 
turning to come in. The waves will 
come forward and fall back, but each 
wave of progress will be bigger than 
the last and the fall-back less. 

“This means a change in policy. 
No longer can attention be centered 
only on the saving of losses. Cau- 
tion is still necessary. Any surplus 
or slow moving items of stock must 
be sold on the best terms obtainable, 
but the man who looks ahead will no 
longer allow a surplus of one item 
to offset a shortage in another. The 
time has passed for driving only to 
reduce the total inventory. The 
time has come to guard against a 
shortage of salable items. 

“Business is on the mend. 
not good. 


Sent 


It is 
It will not be good for 


Interesting 


Customer Letter 


some time to come, but it is getting 
better instead of worse. For the last 
three months the average wholesale 
price of the leading basic commodi- 
ties has advanced. Hardware lags 
behind just as it lagged behind on 
the decline. Price readjustments are 
not over, but the market is growing 
larger. The Federal Reserve Banks 
are advocating a more liberal policy 
in regard to loans. This is the op- 
portunity for the man of courage. 

“There will not be business enough 
for all. It will go to the hardware 
man who is prepared to give serv- 
ice and service requires a small but 
complete stock of salable items. The 
man who carries on too long the 
policy of retrenchment will lose 
business to his more far-sighted 
competitors. Customers won, good 
will built up by the service of past 
years can be quickly lost through 
failure to supply urgent wants. 

“Business can be won by the man 
who makes a determined drive for 
it. He must base his drive on abil- 
ity to serve as he used to do, from 
a complete stock, without substitu- 
tion. Fill up the holes in your stock. 
Get ready to win the business that 
the better selling market and the im- 
provement in the financial situation 
are opening up.” 

















The Age of Hardware Specialization 


Hitching 


Your Business to One Star of a Line and 


Pushing It for All That It Will Stand Has Been 


Found to Be Excellent for Present Day Business 


HERE is a growing disposi- 
T tion on the part of hardware 
merchants to specialize on 
electrical merchandise, such as 
washing machines, vacuum clean- 
ers, irons, etc., and this move is be- 
ing encouraged by manufacturers 
of household equipment. The wide- 
awake merchant in many instances 
is finding out that too many irons 
in the fire tends to put the fire out, 
and, to use another homely phrase, 
it doesn’t pay to scatter your shot. 
There are a great many stores to- 
day handling several makes of 
washing machines, three or four 
vacuum cleaners and as many irons, 
with the result that some models 
do not move very quickly, due, for 
one reason, to the growing convic- 
tion on the part of the clerk that 
“this make has it all over the oth- 
ers,” so that he goes merrily along 
pushing one or two lines, letting the 
others simply occupy space and ac- 
cumulate dirt. 
Many advantages accrue to both 


By CHARLES HARRINGTON 


manufacturer and merchant when 
only one, or at the most two, lines 
are carried. As one prominent 
manufacturer expressed himself to 
the writer, “We are doing a great 
deal to encourage the hardware 
merchant to specialize in merchan- 
dizing our washers, vacuum clean- 
ers and irons, not simply because 
we want to hog all the business in 
the country, but because it is the 
trend of the times. We have 
reached the point of giving an ex- 
clusive dealer’s service to the store 
that concentrates on our products, 
and this means much to both of us. 
In the first place, if he sells say, 
50 washing machines a year—all 
of one make, that account demands 
real service from one manufactur- 
er—and gets it, which would not 
be true, say, if the dealer sold 10 
machines of each of 5 different 
makes. Selling one or possibly two 
well-known lines get a real local 
reputation for the dealer. He be- 
comes known by everyone as the 
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Blank washer dealer or the Blank 
vacuum cleaner dealer or the Blank 
ironer dealer, depending on the 
lines he handles. That sticks in the 
mind of the community, and its 
easy for prospective buyers to re- 
member. 
How the Manufacturer Helps 

“Certain it is that the manufac- 
turer is going to do everything in 
his power to help the dealer who 
specializes. We do it, and it pays 
both of us. There is the matter of 
a little extra discount for the live 
dealer, prompt handling of repair 
parts whenever he wants them, plus 
the sales helps, demonstrations, etc., 
undertaken by our sales promotion 
department, which the dealer 
handling half a dozen lines does not 
get because his sales do not justify 
it.” 

Here is the testimony of a live 
store, doing business in one of our 
large cities that is about to change 
its selling policy after many years 
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of handling a good many makes of 
all kinds of electrical household 
equipment: 

“Speaking from years of experi- 
ence, it is our conviction that the 
dealer cannot get his name before 
the public in the most effective way 
with too many lines. With too many 
makes on the floor or in the window, 
confusion frequently arises which 
results in delay and temporarily 
cheating us out of a sale. 

“Dealing with women requires 
unusual salesmanship. Some weeks 
ago a woman looked over our wash- 
ing machines. After spending about 
an hour with her we concentrated 
on the make she seemed to like the 
best, when finally she said, “Oh, I 
know why you're pushing that one. 
You make more money on that than 
on the others.” 

“This, I assure you, is not un- 
usual. It is a come-back that seems 
almost laughable, but the point is 
that handling but one or two wash- 
ers saves time in selling, leaves 
little in the way of loophole for the 
prospective buyer to _ escape 


through, and enables the salesman 
to concentrate his sales arguments. 


Selling Three keene Instead of One 
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“To my way of thinking, the 
washing machine is so far superior 
to the old washtub that, when you 
get right down to business there is 
little difference to be found in high 
grade washing machines. The 
woman simply has to be convinced 
that she is buying service. Demon- 
strate the machine properly, avoid 
technicalities and the buyer is 
usually sold. 


Women Are Boosters or Knockers 


“There is one thing well worth 
remembering in merchandising 
electrical household equipment and 
that is that women themselves sell 
more outfits than all the dealers 
combined. You know women will 
talk, especially if they are well 
treated and given service. I ven- 
ture to state that the greater per- 
centage of our washer and vacuum 
cleaner sales have been made to 
women who were at least half sold 
before they came into the store. 
Why? Because Mrs. Jones or Mrs. 
Brown had boosted our lines. 

“Besides cutting down to fewer 
brands, the hardware dealer should 
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also have a good electrical service 
department. Some women want 
service mighty quick, and it pays 
to give it to them. Many a woman 
planning a luncheon or a theater 
party gets held up through some 
trivial thing going wrong with the 
electric washer. If she can get the 
washer fixed in a hurry, rest as- 
sured her good-will counts for 
something. 

“Most women think electrical 
equipment will run forever with- 
out trouble or attention. We try 
to point out that it needs care to 
run with a minimum of trouble, just 
like an auto. Much trouble can be 
overcome, however, by giving a very 
careful demonstration when she 
buys it, and have her run it herself 
in your presence. 

“Getting back to the original 
question, we intend to be special- 
ists from now on. Having satisfied 
ourselves as to the best lines to 
handle—much of which has been 
gained by getting the customer’s 
viewpoint—hereafter we will give 
better service through concentra- 
tion—and that, we feel confident, 


‘will mean more profits.” 


What Can Be Done in Any Hardware Store When a 
Customer Comes for One File or Screw-Driver— 
Getting New Ideas by Reading Current Publications 


we walked into Ike Weston’s 

store. We passed a man and 
woman coming out, and in our 
wake, as we entered, came a typical 
suburbanite. 

We paused at the cutlery coun- 
ter, at the right of the store near 
the door, partly to admire the dis- 
play and partly to allow the man 
who was entering to make his pur- 
chase before we stated our busi- 
ness to the salesman behind the 
counter. 

It was a good move on our part. 
We learned some things about sell- 
ing files and screw-drivers that we 
had never heard of before. 

The customer approached 
salesman. 

“IT want a 10-inch flat file,” he 
stated. 

The salesman placed the re- 
quired file in the customer’s hand. 
Then he brought out three other 
files which he placed directly in 
front of his customer upon the coun- 
ter—an 8-inch half-round file, a 6- 


|: was nearly closing hour when 


the 


inch taper file and a 6-inch round 
file. 

“Do you do many odd jobs your- 
self around the house?” he asked. 

“Yeh, I putter aroun’ a little,” 
answered the customer. 

“Will a flat file do everything you 
want it to? For instance, suppose 
you wanted to fix a key-hole. You 
couldn’t do very much with a flat 
file. Or say you wanted to file down 
a cylinder lock key like this one. 
You’d have to have a rat-tail file.” 

And as he spoke the salesman 
took a bunch of keys out of his 
pocket and casually demonstrated 
how easily the round file slid into a 
groove of a cylinder lock key. 

“I’ve got a roun’ file up at the 
house,” the customer interrupted. 

“Have you got a taper file?” asked 
the salesman. 

“No, but I can make a flat file do 
most o’ the time.” 

“Suppose you wanted to sharpen 
a saw,” suggested the salesman. 

“Gosh! That reminds me. My 
wife’s got a little butcher saw up 


at the house that she wants sharp- 
ened. I tried to sharpen a saw once 
an’ darn near ruined it. If I 
brought it down here could you fix 
it up for me?” 

“Sure, we do work like that oc- 
casionally. But I can show you how 
to sharpen it yourself, if you want 
to,” replied the salesman. 

He reached down under the coun- 
ter and pulled out an old saw and 
demonstrated how the job is done 
with a taper file. 

“You’ll find that there’s lots of 
odd jobs that you can do better 
with a taper file than with any other 
tool,” he said. “Besides that a 
round file isn’t always the best 
thing to use on a cylinder lock key. 
Sometimes the only way you can 
get the angle you want is to use a 
taper file. 


The Files That Are Needed 


“That’s why I brought out these 
three files. I know how it is to 
start on a job and then find that I 
need just some one thing in order 
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to finish up satisfactorily. Why 
you’d give two dollars just to have 
that one tool handy rather than 
stop your work and have to come 
into town to get it. It’s worth 
something.to start on a piece of 














Screw drivers should fit the screw 
slots 


work knowing that you have all the 
tools necessary. 

“Take these four files right here. 
For all practical purposes the aver- 
age man doesn’t need any others. 
But if you haven’t got each of these 
four shapes you’re going to run out 
of luck sometime the same as I 
did before I learned about ’em.” 

“What’s the price on those?” 
asked the customer. 

The salesman told him. 

“We're able to make a better 
price by selling four than if: we 
sold each separately,” he said. “It 
helps us to increase our turnover 
and to cut down the expense of 
small separate sales,” he explained 
frankly. 

The 
point. 

“Guess I'll take those,” he said, 
“they may come in handy at that. 
Just tie a string aroun’ ’em. I’ve 
gotta’ hustle. Wanta’ water my to- 
matoes before supper.” And he 
was off. 

As we started toward the coun- 
ter where the sale had just been 
made our eye was caught by a flat 
block at the edge of the counter in 
which three screws stood upright 
and upon which three screw-drivers 
rested in chiseled grooves. Each 
of the three screws was of differ- 
ent sizes as also were the three 
screw drivers. 

“What the deuce is this?” we in- 
quired, 

The Screw Driver Idea 


“Did you ever try to drive a screw 
with a driver that was either too 
big or too small for the slot in the 
head of the screw?” he countered. 

“You usually ruin your hand and 


suburbanite caught the 
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the screw and the driver as well as 
your temper. Isn’t that so?” 

We nodded agreement. 

“Well,” he continued, “with that 
block of wood and those three dif- 
ferent-sized screws and the three 
drivers it is possible to demonstrate 
and convince ail but the uncon- 
vincible that there are three dif- 
ferent sizes of screw slots and 
three different sizes of screw driv- 
ers made especially to fit them. 
It’s also one of the greatest little 
things ever devised to enable a 
salesman to sell three drivers 
where ordinarily he would only be 
apt to sell one. 

“IT got the idea from The South- 
western Telephone News, published 
at St. Louis. Harry D. Livers, plant 
superintendent of the Southwestern 
Bell Telephone Co. for the State of 
Kansas, had an article about screws 
and screw drivers in that telephone 
paper that I happened to pick up 
by chance. 

“Wait a minute,” the salesman 


Selling the customer three files in- 
stead of one 


said, “I’ve got that article over 
here.” And he went back to the 
office and brought back the article. 
We copied it. Here it is: 

“Do you know that the screws, 
from the smallest to the largest 
sizes, most commonly used in our 
work have only three sizes of 
slots? 

“Do you know that these screws 
require three different sizes of 
screw-drivers? 

“Do you know that slots in 
screws are rectangular in shape? 
Do you know that screw-drivers 
should be filed to fit the screw 
slots? 

“Do you know that if the driver 
fits the slot there is no pressure 
required to drive the screw? Sim- 
ply turn the driver. 

“Do you know that if driver 
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fits the screw slots you will not 
break screw-heads off? This pre- 
vents waste. 
; “Do you know that if driver 
fits screw-slot the danger of 
driver slipping is reduced to a 
minimum, preventing accident? 

“Do you know that if driver 
fits screw slots and you simply 
turn the driver and no end pres- 
sure is necessary, you will not 
upset your ladder? This is 
Safety First. 

“Have you the proper number 
of drivers in your tool-kit? Are 


the drivers properly shaped?” 


Getting Ideas by Reading 

“That gave me my idea for the 
block of wood,” he said after we 
had finished reading the article he 
had handed us. 

“When a customer comes in for 
screws or a screw driver | show off 
my little trick here, and it usually 
goes over because it has common- 
sense behind it, and a customer 
can see it with his own eyes.” 

“That’s a corking good idea,” we 
admitted, and then took occasion to 
congratulate him on the file sale 
that he had just made. He smiled 
his appreciation and then said: 

“Wouldn’t you think that some 
manufacturer of files would get up 
a cheap kit so that dealers could 
sell those four files all at the same 
time? I don't think it would cost 
much and it seems to me that it 
would help increase sales for both 
the manufacturer and the dealer.” 

“That’s a good constructive sales 
idea,’ we remarked. And so we 
pass it on for what it’s worth. 

Incidentally we would like to 
add, by way of conclusion, that 
they are not grumbling about any 
so-called business depression at Ike 
Weston’s store. They are too busy 
devising and practising ways of in- 
creasing sales. 


The screw driver display on the 
counter 





Bringing the Outdoors Inside the Store 
Burhans & Black, Syracuse, N. Y., Have Made a Big 


Success by Reproducing Actual Seenes in Their 
Windows During the Fall and Winter Hunting Term . 


RING the outdoors in. 
How’s that for a selling slo- 


gan? Burhans & _ Black, 
Syracuse, N. Y., try hard to do this 
very thing with their display and 
selling methods with hunting goods. 
Take as a sample that picture of 
the hunter near his slab shack and 
the woods all about him with the 
deer looking through the forest and 
the other wild game about him. 
That’s the kind of a window that is 
straight utility when the hunting 
season approaches. 
Some hardware stores have unique 


By F. E. BRIMMER 


stunts of building guns into log 
cabins, or making trees with the 
branches made from rifles and shot- 
guns, but Burhans & Black do not 
care for this novelty window. They 
want a straight utility when selling 
the firearm and ammunition and 
hunting outfit. Such a window as 
the forest of autumn leaves stopped 
just as many as the novelty window 
and it did far more,. it brought the 
cutdoors in. Or, what is the same, 
it took the city man out into the 
woods in his imagination. And it 
made him think of the gun or clean- 


ing rod or scarlet cap or hunting coat 
or ammunition he really needed 


Hunting Windows That Attract 


Another “Bring the Outdoors In” 
window of this firm was made with 
a bird dog pointing a pheasant as the 
center of attraction and all about 
this the guns trimmed with multi- 
colored leaves taken from autumn 
branches where Jack Frost had 
painted them. Ammunition and 
hunting suggestions were placed 
about, but the window was never 
given the appearance of being 
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Burhans & Black spared no expense in making this window attractive for its Syracuse, N. Y., customers. 
report brisk business directly following 
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Any hunter whether from Syracuse or elsewhere would be immediately attracted by this fine display of gun 


crowded. The pointer scene was 
most realistic because a good bird 
dog would naturally have stood on 
point just as steady and faithfully 
as the stuffed setter in the window. 

Have you a sportsman friend who 
has had some favorite hunting dog 
mounted when his life of usefulness 
was past? Ten to nothing that man 
will be glad to allow the exhibit -of 
his canine hero or heroine in the 
store window, and a hound’s chasing 
a stuffed fox or raccoon, or a pointer 
pointing a bird will make the kind 
of window that sells hunting goods. 

Another window that Burhans & 
Black finds brings the outdoors in 
is the one shown where the minia- 
ture Indian and canoe are in the 
foreground with the tepee and the 
lake, with the tackle and outfits and 
outdoor supplies in the background. 
The floor for this window was of 
green material that is commonly 
used to sprinkle on a -floor before 
sweeping it. The lake can be made 
with a mirror placed upon the floor 
or it may be painted on a canvas. 

One thing should be remembered 
when handling the hunting sports- 
man, and that is that he likes to 
“talk shop” a great deal. This is a 
good thing to keep in mind and make 
him feel that you are really the 
Mecca for him to: fly to when he 
wants information. 

A great deal of the sport of the 
hunting trip comes from the weeks 
of plans and preparation. Anticipa- 
tion is generally as much or more 
than realization. Hence, the display 
of hunting supplies ought to be lo- 
cated in the window before the ac- 


was shown by Burhans & Black 


tual first day of the season. This 
gives the hunter time to mull over in 
his mind the type of shotgun he'll 
buy. He wants to decide slowly and 
enjoy all the thrills of a boy spend- 
ing his first dollar. 


Let the Hunters Hesitate 


Sometimes it seems that the 
hunter may be taking a little too 
much time, but he isn’t. That’s part 


Business Is Business 


Reports show that busi- 
ness is on the mend in every 
part of the country. Manu- 
facturers report better sales 
and retailers are reporting 
increased interest in all 
lines. The time has come to 
work hard for a great hard- 
ware season. 


of the scheme of bringing the out- 
doors in. Make him want to get 
advice from you. Make him seek 
your counsel. And this means that 
a broad minded policy must prevail. 
3e ready to state the good points of 
the little sixteen or twenty gauge 
shotgun, but never give him the idea 
that you would recommend it, or any 
gun, above all others. 

When a hunting goods salesman 
gets to be dogmatic: To say, “This 
ammunition is all there is.” “This 
bore of rifle is the only sensible one.” 
“This style of shoe is the only right 
one.” And so on. Then the dealer 
is going beyond good business ethics. 


that 


If he asks you for your favorite, 
tell him, but don’t give the idea that 
you are married to it. Opinions 
about firearms and sporting goods 
are the butt of much heated discus- 
sion and the hardware man should 
keep out and above it. 

It goes without saying that the 
dealer who is himself a nimrod, and 
how many are not? will in the long 
run sell more goods than his rival 
who has only a counter knowledge of 
firearms and outing goods. Hence, 
as in no other department, the sales- 
men should actually know their goods 
from experience with them in the 
field when possible. Then it is easy 
to bring the outdoors in and make 
the prospect feel it. 

C. C. Dickson Dead 

Cassius Clay Dickson, retired hard- 
ware merchant of New Castle, Pa., died 
recently at his residencé in that city 
in his seventy-fifth year after an ill- 
ness of three days. 

Mr. Dickson was born at New Castle 
April 22, 1847, and was engaged in the 
hardware business on Washington 
Street of his native city for fifty-one 
years. He retired from business De- 
cember 31, 1918. Following his retire- 
ment from business Mr. Dickson took 
an active part in civic and charitable 
work. His works of charity were nu- 
merous and known only to himself and 
his closest friends. He was a member 
of the Lodge of the Craft No. 433 F. 
& A. M. 

He is survived by his wife, Mrs 
Henrietta Randall Dickson, and one 
son, John Frazier Dickson, and two sis- 
Mrs. Violetta Osgood and Miss 
Dickson, both of West Grant 


ters, 
Mary 
Street. 
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Brooklyn Dealers Hear New Plan 


Retail Price Service Is Proposed by Treman, 
King & Co., Ithaca, N. Y., for Retail Men 


John B. Foley, secretary of the 
New York State Retail Hardware 
Dealers’ Association, speaking at the 
September meeting of the Brooklyn 
Retail Hardware Dealers’ Associa- 
tion in Brooklyn, N. Y., Sept. 8, 
announced that a retail price service 
is being prepared by Treman, King 
& Co., Ithaca, N. Y., hardware job- 
bers, which will be ready for dis- 
tribution to subscribers at the rate 
of $24 a year by Jan. 1, 1922, if 
enough dealers signify a desire for 
it by the first part of October of this 
year. 

This service, as described by Sec- 
retary Foley, will cover a general 
line of hardware and _ specialties, 
sporting goods and automobile ac- 
cessories. A subscriber will receive 
three loose-leaf catalogues, one for 
hardware and the other two for 
sporting goods and motor acces- 
sories. Weekly price sheets or bulle- 
tins will be mailed to subscribers by 
Treman, King & Co., showing the 
dealer’s buying price in character 
and a suggested resale price in dol- 
lars and cents. It is anticipated 
that this service will be extended, 
as the necessity requires, to embrace 
other lines carried by the hardware 
trade. 

Secretary Foley emphasized the 
fact that any dealer who subscribes 
tc this proposed service will be 
under no obligations of any kind to 
purchase his merchandise from Tre- 
man, King & Co., nor will he be 
under any obligation, tacit or other- 
wise, to sell his goods at the sug- 
gested resale prices. 

The primary purpose of the serv- 
ice, as Secretary Foley pointed out, 
will be to keep dealers in suburban 
and rural sections of the state inti- 
mately informed about current price 
changes, as well as to enable deal- 
ers to be in a position to tell a cus- 
tomer the price he will have to pay 
for some article that the dealer may 
not carry in stock, but which he can 
order upon request. The proposed 
service, it is claimed, will make it 
possible for a dealer to give his cus- 
tomers quicker and more accurate 
service. It will also enable him to 
revise his prices quickly in accord- 
ance to market changes. 

If the proposed service is to be 
successful, Secretary Foley said, Tre- 


man, King & Co. has estimated that 
practically five hundred dealers will 
be required, in order to meet the 
costs of mailing, tabulating, clerical 
hire, printing and incidentals. The 
cost of $24 a year is payable either 
in advance or semi-annually, Mr. 
Foley stated. 

Following Mr. Foley’s talk, Vice- 
President Fred Horn of the Brook- 
lyn Association, who presided in the 
absence of President H. R. L. Rohlfs, 
called for an expression of opinion 
from George R. Brennan, counsel for 
the Brooklyn Association, and chief 
associate counsel of the Lockwood 
Committee of the New York State 
Legislature. Mr. Brennan declared 
that there was no objection to the 
proposed plan of a suggested resale 
price service, as outlined by Secre- 
tary Foley, unless all of the sug- 
gested resale prices were followed 
uniformly by all of the subscribers 
to the service. If such were to be 
the case, Mr. Brennan said, such a 
practice might be construed as evi- 
dence of combination in restraint of 
trade, both under the state and fed- 
eral laws. The minute there are any 
ear marks of agreement to main- 
tain prices in any way, Mr. Brennan 
declared, all persons connected with 
it are subject to prosecution. 

John J. Snyder, delegate-at-large, 
in a short talk pointed out that there 
was no agreement nor collusion of 
any kind in connection with the pro- 
posed service as described by Mr. 
Foley. Furthermore, Mr. Snyder 
said, it would be impossible for 
dealers to guarantee to maintain 
prices because of the differences in 
localities and the differences in the 
buying power of communities, as 
well as the difference in the variety 
of stock that dealars carry. The 
association, Mr. Snyder stated, was 
in no way active in the proposition 
except to point out the possibilities 
of such a service to rural and subur- 
ban dealers, as a means of securing 
detailed information about price 
changes. 

Following the discussion on the 
proposed price service, Vice-Presi- 
dent Horn appointed a committee to 
take the matter under advisement 
until the next meeting of the asso- 
ciation. R. J. Atkinson is chairman 
of the committee and with him are 
associated S. H. Victors and Fred 
Horn. Mr. Foley then spoke about 
hardware mutual insurance and the 
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work that the National Association 
is doing for the benefit of its mem- 
bers. 

Jay Brackett, president of the 
State Association, then addressed 
the Brooklyn dealers, and stated that 
it was his desire to meet individually 
every member of the State Associa- 
tion during his term of office. Mr. 
Brackett stated that business in the 
northern part of New York State has 
been good as far as the majority of 
hardware dealers were concerned. 

Edward G. Baltz spoke about gen- 
eral business conditions in the 
Middle West and declared that the 
past two weeks showed a marked im- 
provement in both business condi- 
tions and sentiment, especially in the 
East. 

Matthias Ludlow, ex-president of 
the National Association, made a 
short talk about conditions and pre- 
dicted better business ahead. 

The report of the entertainment 
committee, of which H. A. Cornell is 
chairman, was adopted with a vote 
of appreciation by the association. 
A vote of appreciation was also 
voted President Brackett, Secretary 
Foley, ex-President Ludlow and Mr. 
Baltz. 

Secretary Robert Pearsall of the 
Brooklyn Association reported the 
resignation of Henry C. Quaritius, 
21388 Rockaway Avenue, Brooklyn, 
because of his retirement from busi- 
ness. 


Tool Companies Consolidate 


Consolidation of the Rex File Co. 
and the Vixen Tool Co. with Heller 
Brothers Co., Newark, N. J., has 
been completed, according to an an- 
nouncement sent out recently to the 
trade by Paul E. Heller, president of 
the latter company. Walter D. Craft, 
formerly secretary-treasurer of the 
Vixen Tool Co., will act as domestic 
sales manager of the consolidated 
companies. 

This consolidation, it is stated, is 
expected to result in a better service 
to both dealers and consumers and 
at the same time it will continue the 
production of excellent quality files, 
rasps, tools and steels. Heller 
Brothers Co. has been established 
since 1836 and was incorporated in 
1899. 


Heller with Duluth Show 
Case Co. 


F. L. Heller, formerly with Heller 
Brothers Co., of Newark, N. J., has 
joined the Duluth Show Case ©o., 
Duluth, Minn., manufacturers of 
hardware store fixtures and show 
cases, as their eastern representa- 
tive. 
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Coming Hardware Conventions 
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NATIONAL HARDWARE ASSOCIATION OF 
THE UNITED STATES AND ITs AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 17-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AUTOMOTIVE ACCESSORIES BRANCH OF 
THE NATIONAL HARDWARE ASSOCIATION 
OF THE UNITED STATES AND ITS AUXIL- 
IARIES CONVENTION, Atlantic City, N. 
J., Oct. 19-22, 1921. Headquarters, 
Marlborough-Blenheim. T. James Fern- 
ley, secretary-treasurer, 505 Arch 
Street, Philadelphia, Pa. 

AMERICAN HARDWARE MANUFACTUR- 
ERS ASSOCIATION CONVENTION, Atlantic 
City, N. J., Oct. 17, 18, 19, 1921. Head- 
quarters, Marlborough-Blenheim. F. D. 
Mitchell, secretary-treasurer, 4106 
Woolworth Building, New York City. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 18, 
19, 1922. Headquarters, Coates House. 
Sessions in Century Theater. H. J. 
Hodge, secretary, Abilene, Kan. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 

INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Atheneum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
County Armory, Louisville, Jan. 
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24, 25, 26, 27, 1922. J. M. Stone, secre- 
tary, Sturgis. 

WEST VIRGINIA HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 
Schwind Building, Dayton, Ohio. 

NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 
Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 
tion at the Coliseum. A. R. Sale, sec- 
retary, Mason City. 

MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids; A. J. 
Scott, secretary, Marine City. 

OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, City Auditorium, Okla- 
homa City, Feb. 7, 8,9, 10, 1922. W. B. 
Porch, secretary-treasurer, Oklahoma 
City. 

WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 

PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 18, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
San Francisco, Feb. 14, 15, 16, 1922. 
LeRoy Smith, secretary, 112 Market 
Street, San Francisco. / 

MINNESOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, secre- 


tary, 1030 Metropolitan Life Building, 
Minneapolis. 

ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 

OHIO HARDWARE ASSOCIATION Con- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MissouRI RETAIL HARDWARE Asso- 
CIATION CONVENTION AND EXHIBITION, 
St. Louis, Planters Hotel, Feb. 21, 22, 
23, 1922. F. X. Becherer, secretary, 
5106 North Broadway, St. Louis. 

VIRGINIA RETAIL HARDWARE Asso- 
CIATION CONVENTION, Roanoke, Feb. 
21, 22, 23, 1922. Thos. B. Howell, sec- 
retary, Richmond. 

NEW YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

NEW ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 
23, 1922. George A. Fiel, secretary, 10 
High Street, Boston. 

SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, composed 
of Alabama, Florida, Georgia and Ten- 
nessee, Convention and _ Exhibition, 
Chattanooga, Tenn., May 16, 17, 18, 
19, 1922. Walter Harlan, secretary- 
treasurer, 460 St. James Building, 
Jacksonville, Fla. 

HARDWARE ASSOCIATION OF THE CAR- 
OLINAS CONVENTION, Winston-Salem, 
N. C., May 17, 18, 19, 20, 1922. T. W. 
Dixon, secretary-treasurer, Charlotte, 
N.C. 


Record Attendance Expected at the Big Conventions 


ly the expectations of the officers of 
the National Hardware Association 
of the United States and of the Ameri- 
can Hardware Manufacturers’ Asso- 
ciation materialize, the attendance at 
this year’s Atlantic City conventions 
will exceed all records ever established 
by hardware associations. Reports in- 
dicate that the representative automo- 
bile accessories manufacturers who will 
exhibit their products at the “Million 
Dollar Pier” during the week from 
Oct. 17 to 22 will be more numerous 
than Secretary Fernley has estimated. 

In the amount of interest that the 


automobile accessories exhibition has 
stimulated, it should not be forgotten 
that a very important meeting of the 
American Hardware Manufacturers’ 
Association will be held at the Marl- 
borough-Blenheim during the same 
week. A letter recently mailed to mem- 
bers of the manufacturers’ association 
by President W. D. Biggers outlines 
the work that is planned for this meet- 
ing. President Bigger’s letter follows: 

“We are anticipating a large attend- 
ance at our Atlantic City convention, 
to be held Oct. 17, 18 and 19. We be- 
lieve that every manufacturer is anxious 
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to meet as many of his jobber friends 
as possible, to talk over with them 
conditions as they exist in their various 
territories. No doubt every jobber will 
desire to talk with the various manu- 
facturers and learn their opinions of 
manufacturing conditions. 

“Our programs, for both the execu- 
tive sessions of the manufacturers’ 
association and the joint sessions with 
the jobbers, have been arranged to 
bring out just as much information 
as possible, covering the present situa- 
tion. 

(Continued on page 84) 








EDITORIAL COMMENT 


AN OUNCE OF 


HE time is ripe for the retail hardware 

merchant to prepare for a new year and 

a new era. 1921 is on its last lap. 

1922 is but little more than three 
months away. 

The successful farmer always prepares for the 
coming season. He plows in the fall in prepara- 
tion for spring. He plans his crop program six 
months ahead. The retail merchant can profit 
by his example. 

Naturally the first thing for the merchant to 
consider is his stock because that is the seed 
bed from which sales and profits must come. 
Just now stocks should be gone over with the 
thoroughness a physician employs in examining 
a life insurance prospect. A wrong diagnosis 
will cost the merchant real money. 

Ask yourself the question: Is the -range of 


merchandise in my store sufficiently complete to 
satisfy the wants and needs of my community? 


If it is not, then build it up. It may take cour- 
age to buy the items needed, but courage in these 
days is a necessary business’ attribute. 

The man who assumes to be a retail merchant 
assumes a moral obligation to every one who buys 
his lines. If he is unwilling to assume that obli- 
gation he has no right to usurp a merchant’s 
place in his community. 

Comb your store, your warehouse and your 
basement for over-stocks. If you are long on 
slow-selling items, get rid of the surplus. Con- 
centrate your over stocks and job lots in a spe- 
cial place in the store. Put a price on them 
that will move them. Advertise them in the 
newspapers, in circulars and in your windows. 

Make your advertising a real selling force. 
Tell facts, give prices, talk quality. Make your 
advertisements human. Talk with your cus- 
tomers through the printed page just as you 
would talk to them over the counter. 

Use your spare time now in making an inten- 
sive study of your trade territory. Get a map 
and draw a circle with your store as the center. 
Make the radius of that circle long enough to 
cover every bit of the territory you can serve 
efficiently. Find out the number of people within 
that circle and the number and size of the farms. 


PREPAREDNESS 


Make up a mailing list that is complete and ac- 
curate. Plan two distinct sales campaigns— 
one for the farmers and the other for the people 
of your town. 

The average retailer in a farming section can 
easily serve a trade territory with a five-mile 
radius. Such a territory will usually contain 
from 500 to 600 eighty-acre farms or their equiv- 
alent. It is safe to assume that it will house 
from 400 to 600 farm families. As the radius in- 
creases the trade possibilities grow. A trade 
territory with a ten-mile radius has room for ap- 
proximately 2500 eighty-acre farms. 

The purchasing power of a family depends 
greatly upon its size. The larger the family the 
greater its merchandise needs. Make it a point 
to know the sizes of families on the farms you 
serve, and gauge your sales efforts accordingly. 

Make up an accurate list of the sportsmen, 
the motorists, the mechanics, etc. Find out what 
each class needs and plan to supply those needs. 
Concentrate your selling efforts on the man who 
is in the market. If the retail hardware mer- 
chants can supply merely the actual hardware 
needs of their communities, they will have a pros- 
perous year. 

Make vourself a prominent figure in commu- 
nity affairs. Visit the farmer on his own ground 
and attend his community meetings. Get 
quainted. Make friends. Business is largely a 
matter of making friends and keeping them. You 
can easily run out of sales prospects figured on 
past sales, in a single year. If you are to stay 
in business you must continually make new sales 
and uncover new prospects. 

Keep busy and see that your employees are 
The busy merchant always gets more 
business. His very activity creates confidence 
in his ability to serve and act as a magnet for 
sales. 

Remember this: Your profits in a period of 
falling prices depend absolutely on better busi- 
ness; on turnover; on more buying and selling. 
Your business will be better, just in proportion 
to the thought and effort you put into it. The 
new year holds out a promise of prosperity and 
that promise will be fulfilled if you do your part. 


ac- 


busy. 
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Federal Trade Commission Launches Crusade 


Assails Selling 


Methods of Certain Cutlery Manufacturers 


and Importers—Also Alleges Violation of Marking Laws 


Washington, Sept. 19, 1921. 
‘PNHE Federal Trade Commission 

has undertaken a comprehen- 

sive campaign with a view to 
bringing about reforms in the 
methods employed by a certain class 
of manufacturers of razors, hones, 
cutlery, etc., in selling their prod- 
ucts. 

As the result of preliminary in- 
vestigations made by agents of the 
comimssion, no less than a dozen 
formal complaints have _ recently 
been issued and unless satisfactory 
assurances are received from the re- 
spondents, the issues will be poined 
and the cases taken up for hearing 
at an early date. In the main, these 
cases involve a practice, to which the 
commission is very strongly opposed, 
of selling to retailers low-priced 
merchandise in cases, cartons or 
other containers bearing price marks 
calculated to deceive the ultimate 
purchaser into the belief that he is 
buying a high-grade article, and that 
he is obtaining a great bargain if, 
as is usually the case, the retailer 
makes a heavy cut in the marked 
price. 

The Commission’s Jurisdiction 


The effect of such methods, as the 
commission views them, is to give 
the manufacturers complained of an 
unfair advantage over competitors 
who do not resort to such practices. 
On this principle the commission 
takes jurisdiction over these transac- 


By W. L. CROUNSE 


tions pursuant to the provisions of 
the Clayton Act, and the contempo- 
raneous law under which the commis- 
sion was organized. 

A typical case is a complaint re- 
cently filed against the Keystone 
Specialty Co. of Philadelphia, which 
is directed at the so-called “marking- 
up” sales method. The complaint 
recites that this firm sells razors to 
the retail trade at from $10 to $15 
per dozen and packs them singly in 
cases which bear the mark, ‘“Key- 
stone Specialty Co. Fully War- 
ranted. Price $3.” 

The complaint alleges that “the 
price mark of $3 is fictitious and 
does not represent the true value of 
the razor nor the price at which the 
razors are contemplated to be sold 
to the public, and that the razors are 
sold to the public at a price substan- 
tially lower than those thus indicated 
on the cases.” This practice, accord- 
ing to the commission, is alleged “to 
deceive the public and to induce pur- 
chase of the razors on the mistaken 
belief that a razor of good quality is 
being sold at a greatly reduced price 
when the retailer offers to sell a 
razor in a case marked $3 at a price 
substantially lower.” 


Imposes Conditions on Manufacturers 


A similar complaint has been filed 
against the N. Shure Co., Chicago, 
wholesale dealers in cutlery, etc., 
which, according to the commission, 
places special orders with manufac- 
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turers of razors costing approxi- 
mately $5 a dozen upon the condition 
that the razors will be packed singly 
in cases upon which is printed “Ex- 
tra Hollow Ground. Fully War- 
ranted. Price $3.” These razors are 
sold to the trade at approximately 
$6 a dozen. The resale price of $3 
marked on the box, the commission 
declares, “is a false and fictitious 
price, the purpose of which is to cre- 
ate in the minds of the purchasers 
the belief that the razors are of good 
quality and worth the price printed 
on the box.” 

In the case of another complaint 
filed against George Borgfeldt & Co., 
New York City, the commission al- 
leges that this firm sells to the trade 
at $6 per dozen imported German 
razors of inferior quality which are 
packed singly in cases marked as fol- 
lows: “Extra Hollow Ground. Fully 
Warranted. Germany. Price $3 
each.” Hones are said to be sold on 
the same plan. 

A hone which is sold to the trade 
at 10 cents each is packed in a box 
upon which is printed, “Price $1.” 
Retailers of these goods are allaged 
to offer them to the public at prices 
much below those marked on the 
cases, thus deceiving the buyers into 
the belief that they are obtaining 
razor hones of good quality at bar- 
gain prices. 

Practice Followed in Sale of Hones 


Three other concerns, the Ameri- 
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can Hone Co., of Olean, N. Y.; the 
Bracher Co., Inc., of Belleville, N. 
J. and the Higgins Mfg. Co., of 
Berkeley, Cal., have also been made 
respondents in complaints of unfair 
competition in the manufacture and 
sale of hones for sharpening razors 
and other cutlery. The American 
Hone Co. is alleged to sell to the 
retail trade, at from $13.50 to $15 
per gross, hones which are packed 
singly in cases upon which is printed, 
“The Best One Dollar Hone’; also 
hones are sold to the trade by this 
company at $9 per dozen which are 
packed in containers upon which is 
printed, “Price $2.” The complaint 
also avers that the prices marked are 
fictitious, and that the hones are of- 
fered to the public for very much 
less. 

The Bracher Co. is alleged to sell 
razor hones at $18 per hundred in 
cases marked, “Price $1.” The Hig- 
gins Co., according to the complaint, 
sells to the trade for 75 cents hones 
packed in cases marked, “Price $3,” 
which are retailed to the public for 
$1.50 each. 


Deception as to Country of Origin 


Two concerns, the Sheffield Razor 
Co., of Norfolk, Va., and the Henkel- 
Clauss Co., of Fremont, Ohio, are 
made respondents in complaints in 
which the commission alleges that 
the public is deceived as to the coun- 
try of origin of the goods by im- 
prints upon the razors. In a memo- 
randum concerning the complaint 
against the Sheffield company, the 
commission says: 

“The complaint recites that this 
firm is engaged only in the mail 
order business, and in its advertising 
describes the Sheffield Razor Co. as 
‘importers and jobbers.’ This rep- 
resentation is averred to be false, 
and calculated to deceive the public 
in that the firm imports no razors, 
but sells only razors made in this 
country. Other advertisements com- 
plained of are that this firm sells a 
$5 razor for $1.15, the purchasers 
of which are saved the middleman’s 
profit. This representation is like- 
wise alleged to be false in that the 
razors are of an inferior quality and 
not worth to exceed the price re- 
ceived, and that the purchasers do 
not receive the middleman’s profit 
for the reason that this firm is itself 
the middleman in the distribution of 
the razors. 


“Sheffield” Means’ English 


“The complaint is also directed to 
the use by this firm of the name 
‘Sheffield Razor Company’ in_ its 
business, which the complaint states 
deceives the public for the reason 


HARDWARE AGE 


that for a long time the word ‘Shef- 
field,’ when used in connection with 
razors, has indicated to the public 
razors made in Sheffield, England. 
By this means, according to the com- 
plaint, the Sheffield Razor Co. is en- 
abled to pass off on the public an in- 
ferior grade of razors as and for 
razors made in Sheffield, England.” 

In the complaint against the Hen- 
kel-Clauss Co., it is alleged that this 
concern “sells to the trade defective 
razors upon which are imprinted the 
word ‘Sheffield,’ without any mark- 
ing to show the true origin of the 
razors, which are made in this coun- 
try.” These razors are sold at from 
$4 to $6 per dozen in cases labeled 
$3, but are retailed at a much lower 
price. 

Misrepresentation concerning the 
quality of pocket knives is alleged in 
a complaint filed by the commission 
against the Imperial Knife Co., of 
Providence, R. I., concerning which 
the commission recites: 


Pocket Knives Are Marked Up 


“The so-called ‘marking-up’ sales 
method is complained of. The com- 
plaint recites that this firm, making 
and selling pocket knives, sell to job- 
bers at $21 per gross small pocket 
knives attached to cards, the cards 
bearing the following language: 
‘Gold-filled knives, warranted steel 
blades, 98 cents, regular price $2.’ 
Other knives of similar quality and 
sold by this firm at the same price 
of $21 per gross, are marked with 
prices of 48 cents, 65 cents, $1.75, 
$1.98 and $2.25, respectively, and 
bore the statement on the cards that 
the regular prices of such knives 
were, respectively, $2, $2.50, $4 and 
$4.50. The complaint avers that 
these prices are fictitious and do not 
represent the true value of the 
knives, or the prices at which it is 
contemplated they shall be sold by 
the dealers, but are placed on the 
cards to deceive the public into the 
belief that the knives are of good 
quality and reasonably worth the 
prices printed on the cards. The re- 
tail dealers, it is alleged, sell the 
knives at prices substantially less 
than those printed on the cards, thus 
inducing the public to purchase the 
knives upon the mistaken belief that 
a knife of good quality is being sold 
at a greatly reduced price.” 

Similar complaints with regard to 
misrepresentations of the value of 
cutlery have been filed against the M. 
S. Rodenburg Co., of Providence, R. 
I., and Singer, Stern & Co. of New 
York City. Knives sold at from $3.75 
to $4 per dozen but marked $1.50 
each, are retailed at below the 
marked price. 
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Another complaint, recently filed 
against the National Manufacturing 
Co., of Union City, Ga., dealers in 
razors and cutlery specialties, has 
been dismissed by the commission 
because the partners comprising the 
firm have gone out of business. 


Deception Alleged as to Watches 

Misrepresentations as to the qual- 
ity of watch movements have re- 
cently become quite frequent, accord- 
ing to reports reaching the commis- 
sion, and several complaints have 
been filed, including one against 
Adolphe Schwobe, Inc., of New York 
City, dealers in and importers of 
watch movements. Concerning this 
case, the memorandum issued by the 
commission says: 

“The complaint recites the estab- 
lished practice in the American 
watch trade of grading and indicat- 
ing the quality of watches by ref- 
erence to the number of jewels only. 
Thus the material and workmanship 
in the American-made watches bear 
a constant relationship to the num- 
ber of jewels in the watch, so that 
an American watch of fifteen jewels 
would be superior in quality through- 
out to the American seven-jewel 
watch, and the seventeen-jewel su- 
perior to the fifteen-jewel, etc. The 
public, the complaint avers, with 
knowledge of this method of grading 
watches, has for many years esti- 
mated the value of American 
watches according to the number of 
jewels contained in them. 


Cheap Foreign Movements in Domestic 
Cases 

“Adolphe Schwobe, Inc., the com- 
plaint avers, being well-informed of 
this trade practice, imports low- 
grade foreign lever watch movements 
with the number of jewels conspicu- 
ously shown, and fits these move- 
ments, which are alleged to be in- 
ferior to American-made movements, 
into watch cases and distributes 
same to the retail dealers: 

“By reason of the American prac- 
tice of grading by jewels and by 
reason of the respondent’s practice 
of furnishing the trade with inferior 
low-grade foreign movements hav- 
ing a large number of jewels, the 
public has been deceived, it is al- 
leged, respecting the value of 
watches with foreign-made move- 
ments, which are furnished the retail 
dealers by the firm complained 
against and by the retail dealers sold 
to the public. Being thus deceived 
the public has paid higher prices for 
low-grade foreign movement watches 
than for American watches of better 
quality which, however, do not con- 
tain the same number of jewels. 





80 


“This method of selling low-grade 
foreign watches,” the complaint al- 
leges, “is injurious to the business 
of American manufacturers and 
dealers jn American-made watches.” 


Unfair Competition in Export Trade 


The Federal Trade Commission 
has also been giving considerable at- 
tention to the practices of concerns 
that have registered under the pro- 
visions of the Webb-Pomerene law, 
for the exportation of foreign trade. 
Under the terms of the statute re- 
ferred to the commission is given 
the same jurisdiction over firms 
registering under this act that it has 
heretofore exercised over houses en- 
gaged in domestic commerce exclu- 
sively. 

Special interest attaches to these 
cases in view of the fact that they 
cover new ground in a field never be- 
tore invaded by the Government. The 
proceedings are of special interest 
also because of the impression preva- 
lent among many business men that 
the Webb-Pomerene law tolerates 
certain practices in export trade 
which would not be permitted in do- 
mestic commerce. 

A typical complaint filed under the 
Webb-Pomerene Act, cites the Car- 
nick Brothers Co., of Youngstown, 
Ohio, dealers in iron and steel spe- 
cialties in interstate commerce, the 
allegations being described by the 
commission as follows: 


Odds and Ends Sold as Graded 


“The complaint alleges that the 
Carnick company misrepresented the 
grades, qualities and sizes of iron 
and steel specialties prepared and 
shipped by it to its customers for 
export trade. The complaint recites 
that iron and steel hoops, bar and 
rod cuttings and wire ends sold by 
the Carnick company were not of the 
grades or quality or sizes repre- 
sented, but were in whole or in part 
unmerchantable, and mixed with old 
and rusty wares which had been 
bought by the company ‘as is’ with- 
out grade, and which were sold by 
the Carnick company as definite, 
specific grades and qualities. 

“This practice, it is alleged, 
worked injury to the competitors of 
this company, both in the purchase 
and sale of goods. Thus in purchas- 
ing the Carnick company could pay a 
better price for inferior goods, 
which it graded up, than its competi- 
tors could pay for the same goods and 
sell the goods for what they actually 
were. Also, in selling the Carnick 
company gained an unfair advantage 
over its competitors, it is alleged, in 
that the Carnick company sold its 
falsely represented and graded-up 
goods for less than its competitors 
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could sell goods actually of the qual- 
ity which the Carnick company rep- 
resented its goods to be. 

“The complaint also contains an 
allegation of unfair advertising by 
this company and avers that the 
company’s practices are injurious to 
its competitors, its own customers 
in their export trade, and also in- 
jure the general exporting public of 
the United States by bringing disre- 
pute upon the character of certain 
goods exported from this country.” 

These complaints were filed after 
a preliminary inquiry made by the 
commission and initiate proceedings 
to try out in a formal way the prac- 
tices alleged therein. Hearing dates 
in these cases will be announced 
later. 


Discount Problem Up Again 


The interesting question as to the 
right of a manufacturer to regulate 
the discounts he will give his cus- 
tomers, and to refuse to accord the 
same treatment to buying clubs, 
chain stores, etc., as is accorded to 
recognized jobbing houses is again 
raised in a complaint which the com- 
mission has just filed against the Na- 
tional Biscuit Co. of New York City 
and the Loose-Wiles Biscuit Co. of 
Kansas City, Mo. This case, which 
involves some of the issues in the 
case brought against the Southern 
Hardware Jobbers’ Association, and 
that against the Mennen Chemical 
Co., will be followed with special in- 
terest. The complaint is described 
by the commission as follows: 

“The gist of the citation is an al- 
legation that these concerns dis- 
criminate in price between single re- 
tail stores on group orders and chain 
retail stores to the disadvantage of 
the single retail stores. 

“The complaints recite that the 
National Biscuit Co. and the Loose- 
Wiles Co. both allow discounts on the 
aggregate monthly orders of their 
customers, the discounts varying to 
the amount of the order. Certain 
discounts are allowed chain stores 
but similar or as high discounts are 
refused to the owners of single retail 
stores who pool their orders. 


Limited Discounts to Buying Clubs 


“The complaint sets out that the 
business of single retail stores is not 
sufficient to justify the purchase in 
as large quantities as the chain 
stores and for that reason the single 
stores do not secure as great a dis- 
count as do the chain stores. To 
overcome this disadvantage a num- 
ber of operators of one retail store 
combined their orders, which were 
accepted and filled by the firms cited, 
but were refused discounts based 
upon the amounts of the combined 
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orders and were only granted dis- 
counts based upon the respective 
amounts of the individual orders, 
These discounts, which the respon- 
dents were willing to grant were, of 
course, substantially lower than 
would have been received by the 
operators of single stores if the dis- 
counts had been based upon the ag- 
gregate amount of the combined 
order. 

“It is averred in the complaint 
that this system of discount gives the 
chain retail store an undue advan- 
tage in competing with the operators 
of but one retail store in the handl- 
ing of the products of these concerns, 
and that the practice tends to sub- 
stantially lessen competition and 
create a monopoly in the retail dis- 
tribution of these goods.” 


Buying Clubs Versus Chain Stores 


Business men in all lines will be 
very much interested in the deter- 
mination by the commission of the 
question as to whether clubs com- 
posed of a number of small buyers 
can command the same discounts on 
quantity purchases that are con- 
ceded to the chain store organiza- 
tions where all the establishments 
are included in a single ownership. 
This issue is also sharply drawn in 
the Mennen case. 

It goes without saying that if any 
of these cases involving discounts 
and preferential treatment are de- 
cided adversely to the respondents 
they will be appealed to the highest 
courts in the land. The function and 
usefulness of the jobber is also in- 
volved in these cases and the develop- 
ment of the chain store system is 
likely to be hastened or retarded ac- 
cording to the view of the United 
States Supreme Court as to the right 
of such concerns to enjoy larger dis- 
counts than are procurable by buy- 
ing clubs composed of individual 
units under separate ownerships. 


Westchester Meeting 
Members of the Westchester County 


Hardware Dealers’ Assn. held their 
regular meeting Sept. 15 at the hard- 
ware store of R. G. Brewer, Mamaro- 
neck, N. Y., and discussed the proposi- 
tion of hardware jobbinz houses ship- 
ping goods direct from factory to dealer. 
No formal action was taken. and the 
sentiment of the dealers seemed to 
be that the proposition was impractic- 
able. Roger I. Capen, president of the 
association, présided. Robinson Hard- 
ware Co., Pelham, N. Y., was admitted 
to membership in the association. (nly 
a small attendance was present and 
the meeting was adjourned early. Re- 
freshments were served by Mr. Brewer 
following the meeting. 
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Toys Getting More Retail Publicity—Reduced Prices as Sales Bait 
—Unique Ad on Coal Saving 


Featuring the Toy Line tention where it is most desired. dled and the health thought in a 
No. 1 (2 cols. x 5 in.) The copy in this ad is well han- wheel toy ad is most important. 


Greater evidence that toys are 
an all-year sales proposition than 
that offered by the increasing 
amount of retail toy advertising 
could not be desired. 

The hardware man has found 
that toys do sell if they are given 
a fair amount of publicity. To-day 
stocks of toys are maintained and 
the old custom of boosting the 
toys only around the holidays has 
departed for good. 

Here, in this ad sent us by the 
Buchanan Hardware Co., Richfield 
Springs, N. Y., is an example of a 
style of toy presentation which gives 
the reader an idea of the line of toys 
carried. 

The ad is directed to the juvenile 
reader and the interest of the 
youngsters will be the means of 
drawing many a parent to the store 
window and interior. In fact, a 
toy ad, as one dealer said, is a 
mighty good way to get grown-ups 
into the store. The youngster is in- 
sistent and will eventually drag the 
parent into the store, when it is up 
to the salesmen to see that she gets 
fully acquainted with the establish- 
ment, provided she is not already a 
customer. 

Along the line of this Buchanan 
ad we would suggest another list- 
ing wheel toys. 


Skates for Autumn Sport 


No. 2 (2 cols. x 6 in.) 

Here is a wheel toy ad and well 
worked out. Sent us by the Blakey- 
Clark Co., Ennis, Tex. The illus- 
tration is particularly good. It is 
full of action, shows the skates to 
good advantage, and by eliminating 
the rest of the figure focuses at- 














Kaufman’s “End of the Week Specials” 


Greatly Reduced Prices 


On needed articles for the motorist, housewife, 
farmer, fisherman, bicyclist—just look ’em over 
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THE HAROWARE STORE 
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Reduced prices the big appeal in this ad 
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Girls 
and 


Boys 


to our store this week and see our amusements that 
we are displaying in our window. 
. 
THE TINKER TWINS 
TINKERTOYS 
MYSTO MAGIC 
PHONE SET 
ELECTRICAL SETS 


TINKERPINS 
BRIK-TOR 

AIR KRAFT 
YANKEE TANKS 
ERECTOR SETS 


BUCHANAN HARDWARE Co. 


AT YOUR SERVICE—PHONE 63 RICHFIELD SPRINGS, N.Y 











Toy publicity will increase your sales 


Wheel toys take children out in the 
air and provide exercise at the 
same time. The skates themselves 
are presented in such a manner that 
their quality is apparent and the 
price quotation completes the ap- 
peal. 

Notice the bottom line in the ad 
about oiling skates. This sugges- 
tion will bring many youngsters into 
the store where naturally they will 
see some up-to-the-minute styles of 
roller skates and subsequently par- 
ents will be importuned to invest in 
a better pair of skates. It seems 
to us that this idea is decidedly 
worth while. 

Just at the present season when 
cool, crisp air is an incentive to 
exercise, we believe a series of 
wheel toy ads will pay big. These 
ads will not only attract the atten- 
tion of the boy and girl but will 
arouse the interest of the parent as 
well. The need for healthful exer- 
cise is a thought always uppermost 
in the mind of careful parents and 
wheel toy ads offer the opportu- 
nity to transform this thought into 
action. 

Cutting Cost of Coal 
No. 3 (2 cols. x 8 in.). 

Coal has reached a price pinnacle 
that makes talk of saving it of de- 
cided and real interest. Conse- 
quently, this ad from Howard’s, 
Mount Vernon, N. Y., is going to 
get the attention and careful read- 
ing of a good many local citizens. 

The idea behind the ad is ap- 
parent to every hardware dealer and 
it seems to us that this is a very 
good method of getting in touch 
with possible prospects. 

Any ads on stoves and heating 
apparatus from now on which take 
for their theme, coal saving, are 
sure to be closely read because the 
public is now hard up against the 
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greatly increased price of coal. 
What fond hopes existed concern- 
ing the reduction of coal prices in 
conformation with the general 
trend of lower figures are now shat- 
tered rudely for the price of coal 
went up on Sept. 1 above the then 
existing high price level. High- 
priced coal is a reality and offers a 
talking point to the hardware man 
who can suggest ways of saving 
fuel. 

A reply to this ad gives a wide- 
awake representative an ideal op- 
portunity of sizing up a home’s 
equipment and to make sugges- 
tions concerning both heating equip- 
ments and any stoves or ranges 
which may supplement it. 


A Reduced Price Feast 


No. 4 (4 cols. x 12 in.). 
This ad from Kaufmann’s, Cin- 








Healthful Sport for Boys and Girls 


ROLLER skating makes 
safe, healthful exercise 


sturdy children. 
reat sport, 


It's a 


FOR smooth, fast easy rolling, 
Ball Bearing Roller Skate 
stand hard usage. Quickly and ca 
the shoes and securely fastened, 


select Winchester 
tre 


Winchester Skates in three styles__$3.00 and $3.25 


Come in and Oil Your Skates Free 


veal 


The WING MEST STE rt feore 














« 


Now is the time to feature wheel toys 








cinnati, Ohio, is an example of what 
attractive material the hardware 
man has to-day in the shape of re- 
duced prices. 

There are enough items in your 
stock which have responded to the 
demand for lower prices to provide 
you with material for ads for weeks 
to come. . 

This ad is displayed in a very 
capable manner. Note that the 
very special reductions are set in 
large, black figures which catch the 
eye immediately. Note that reduc- 
tions on fishing tackle and vacuum 
bottles are given prominence. 

The heading of the ad is good. 
The low price thought is made the 
leading line, although the real title 
of the ad is “End of the Week Spe- 
cials.” 

The ad is made very readable by 
the four-column set-up and display 
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heads for each item and the illus- 
trations are balanced perfectly, 
Note the prominence given the cen- 
ter panel by setting it slightly un- 
der two-column measure. We also 
direct attention to the neat effect 
produced by the firm’s use of the 
same style of display tye. The 
regular and the italics are used 
and the advantage of this is seen in 
the heading, particularly, where the 
contrast of italics greatly helps the 
strength of the display. In case 
you wish to duplicate the display 
effect here secured, specify “Caslon 
Bold” and “Caslon Bold Italic” t 
your es 


Thinsithieaneaniin to Meet 


A national convention of State 
Manufacturers’ Associations will be 
held at the Congress Hotel in Chi- 
cago, Sept. 29 and 30. Some of the 
problems to be considered are the in- 
dustrial situation, congressional 
legislation, such as the tariff and 
taxation, and the transportation 
problems. All sorts of manufactur- 
ing institutions will be represented 
and definite action taken on a num- 
ber of pressing problems. 


Catalog No. 21 baa been issued by 
the Bridgeport Hardware Corp., Bridge- 
port, Conn. It embraces the complete 
“Bridgeport Line” of hand tools, and 
hardware specialties. 





FREE SERVICE 


To Cut the Cost of 
Coail--Clip the Coupon 


When Coal was Cheap 


is—not imiportuit 
g future price—it is very 


A Poor Heater 


ting plant is a coal eater and not a 


A Good: Heater 


unless in tue. best possible. condition—waste 


Let us examine your heating plant and advise 
secure the maximum of efficiency and e 


Vill out the following toupon and + 
2000 Hillcrest—our expert 


out charge tu you. 


‘ail it to u 
ice 


$ are at your s¢ 
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|| Howard’s Mount Vernon, N. Y. 














Definite suggestion to cut cost of coal 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS T} 


TE 


Office of HARDWARE AGE, 
239 West 39th Street, 
New York, Sept. 19, 1921. 


VERY indication visible in the 

local hardware market seems to 

point to a continuation of im- 
proved business conditions. 

Starting with the first of September, 
general buying was resumed in a fairly 
strong manner, and has kept up—show- 
ing even a little increase from week 
to week. Jobbers are expressing every 
confidence in conditions and report in- 
creasing interest from dealers. 

One wholesale house in New York 
reports that the amount of business 
done for the past 30 days is 30 per 
cent greater than for the same period 
of last year. As these figures are based 
on the amount of profit, it is easily 
seen that due to much lower prices the 
unit sales were very much greater. 

Although it is probable that there 
will be several price changes announced 
Oct. 1, it is generally conceded that 
the bulk of reductions has been made. 
From now on price adjustments are ex- 
pected and will undoubtedly have a 
tendency to give greater stabilization 
to the market. 

Dealers for the most part are re- 
plenishing somewhat depleted stocks. 
In many items it was found that stocks 
were quite low. 

Among the more important price 
changes are the following: 

Utica pliers have decreased 10 per 
cent. 

Common tire bolts now take a dis- 
count of 66 2-3 per cent. 

Stillson wrenches have taken a dis- 
count of about 15 per cent. 

Wire has been advanced $2 per ton. 

Pig iron’ has advanced $2 per ton. 

Jobbers report the following 
nouncements from manufacturers: 

Frank Mossberg Co., Attleboro, 
Mass., has issued price list No. 23 on 
wrenches and tools, said to show re- 
ductions that bring the average price 
to less than 10 per cent above pre-war 
prices. This list was effective Aug. 1. 

The Continental Co., Detroit, Mich., 
has issued a new price sheet to dealers 
covering the line of Continental fresh 
air ventilators, showing an approxi- 
mate reduction of 25 per cent. This 
list is effective Sept. 6. 


an- 


NEW YORK 


Moline Iron Works, Moline, IIl., have 
issued discount sheet No. 15, effective 
Sept. 1, covering its line of saddlery 
hardware and refined malleable iron 
castings. 

Automobile Accessories.—There has 
been but little improvement in the gen- 
eral automobile accessory line. Spe- 
cialties still hold the center of interest. 
Stocks are fairly good and jobbers pre- 
dict good business for cold weather 
equipment. 

Ash_ Sifters.—This 
more interest. Stocks 
prices firm. 


taking 
and 


item is 
are good 


Jobbers’ quotations f.o.b. New York: 

Heavy steel galvanized ash sifter, rotary 
wire sieve, iron brace bands, $30 per doz. 
Crated, $33 per doz. 

Axes.—Local authorities do not ex- 
pect any reduction in axes for the 
present. 

New York: 
lb., $12 per 


Jobbers’ quotations f.o.b. 
House axes, ebony finish, 2% 
doz. 
“Fall City’ axes 2% Ib., 
Long Island handled axes, 24 
$19.50 per doz 
Second quality, 
$19 per doz. 
Flint edge, Rockaway pattern, 4 to 5 Ib., 
$20.75 per doz. 
Connecticut pattern, 
3% Ib., $19.50 per doz. 


$13.50 per doz. 
to 2% Ib., 


36-in. handle, 4 to 5 Ib., 


handled axes, 3 to 


Bolts and Nuts.—Stocks 
good and prices seem steady. 
in bolts is slightly improving. 

Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, % x 6 and 
smaller, 50 per cent to 50 and 5 per cent; 
longer and thicker, 45 per cent to 45 and 5 
per cent. 

Machine bolts, % x 4 and smaller, 50 and 
10 per cent to 50, 10 and 5 per cent: larger 
ind thicker, 50 per cent to 50 and 5 per 
cent. 

Semi-finished hexagon 
smaller, 75 and 10 per 
thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 40-5 

cent; brass, 4/32 to 8/32 in., 75 per 
10/32 to 12/32 cent; 

32 in., 60 per cent. 

Lock washers, 50 per cent. 

Toggle bolts, steel, bright 
cent 

Iron rivets, 60 
rivets, 40 per cent. 

Stove bolts, 80 per cent. 


Builders’ Hardware.—The sale of 
builders’ hardware is reported to be 
on the increase, and both jobbers and 
dealers report good business. Further 
price declines are not generally ex- 
pected. 

Cider Mills and Wine Presses.— Mild 
interest is being shown for this class 
of goods. Stocks are adequate and 
prices firm. 


are very 
Interest 
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larger 
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nuts, 
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finish, 60 per 


per cent; solid copper 
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Jobbers’ quotatior 

Cider Mills, junio 
medium size, $42.25 
$55 each net. 

Wine presses, popu 
cording to size from $8 
each net. 

“Juicy Fruit’? wine and ress, 
$5.35 each; 12-qt., $7.50 « 

Coffee Mills.—Mild cd d 
shown for coffee mills. 
steady and stocks good. 


Jobbers’ quotations f.o.b. Ne York: 
_ Coffee mill, glass hopper, 1 parts, 
japanned, holds 1 Ib. coffee, $11 per doz. 


Same, slightly different shape, $14.25 per 
doz. 


Cotton Gloves.—The demand for cot- 
ton gloves is fairly good at steady 
prices. 

Jobbers’ quotations f.o.b. New York: 

Cotton gloves, white canton flannel, with 
knit cotton wrist, light, $1 per doz. pair 
net; heavy. $1.75 per doz. pair net Heavy 
weight white canton flannel, cuff lined, with 
heavy stiffened material, regular style, $1.75 
per doz. pair, net; leather faced, $4 per 
doz. pair, net. 

Farming Tool Handles.—A light but 
consistent demand continues. Stocks 
are very good and prices firm. 

Jobbers’ quotations f.o.b. New 

Hay fork handles, bent, 5 ft 


. $4.75 per 
doz.; 6 ft., $7.25 per doz.; hay fork handles 
I y 


straight, 5 ft., $4 per doz.; 6 ft., $6.40 per 


doz. 

Long handle manure fork handle, $4.20 
per doz.; wooden D manure fork handle, 
$6.60 per doz. Six-ft. rake handle, $5.90 per 
doz 

Shank hoe handles, $2 
handles, $6.75 per doz 

Malleable D spading 
per doz., plus 5 per cent. Wooden D spad- 
ing fork handle, $6.60 per doz. 

Bundle lots 5 per cent off 

Football Goods.—It is expected that 
business in this class of goods will be 
very good in season. Early orders are 
for fair quantities. 

Galvanized Ware.—There seems to 
be more stability to the local market 
due probably to the recent reduction 
of the Steel Corporation. Though 
orders are still for small lots, there 
seems to be more business being done. 
f.ob. New York 
No x 


York: 
3 each 
senior 


New 
B33 net; 
size, 


». range ac- 
net to $16.50 


6-qt., 


is being 


Prices are 


York 


20 per doz. Spade 


fork handle, $5.45 


Prices to retailers 
Galvanized sheets, 
$5.25 per 100 Ib 
Jobbers’ quotations f.o.b 
Galvanized pails, 8 qt., $2.35 
12 qt., $2.95; 14 qt., $3.30 
Galvanized wash tubs, No 
2, $8.80; No. 3, $10.25; all per 
Ice Scrapers—Th edemand for ice 
scrapers is already showing signs of 
increase. Deliveries are for most part 
in the future. Jobbers report that they 
do not expect any change in price. 
Stocks are fair. 
quotations f.o.b. New York 
Ice serapers, solid shank, 
rough finish, 64% x 5% in., 4 ft. handle, $6.25 
per doz Solid shank, extra quality, tem- 
pered steel blade, 7 x 6 in., % in. pol- 


16 qt 


doz 


Jobbers’ 


steel blade, 
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ished and painted blue, 4 ft. handle, $7.50 
per doz. Ice scrapers, socket extra heavy, 
7 in. blade, 6 in. deep, % in. polished and 
painted blue, 4 ft. handle, $10 per doz. Ice 
scrapers, extra heavy, solid shank, double 
beaded blade, & x 6 in., heavy iron ferrule, 
4% ft. handle, $10.40 per doz. 


Ice Skates.—Dealers are showing 
but mild interest at’ present in this 
class of goods. A few small orders are 
being received. 


Jobbers’ quotations f.o.b. New York: 

Men’s and boys’ all clamp club _ skates, 
sizes 8 to 12 in., 9lc. to $1.18. Men and 
boys, all clamp hockey skates, runner cast 
steel, all parts nickel plated, sizes 9% to 
11% in., $1.24 to $1.63. Canadian hockey 
skates for men, women and children, nar- 
row foot plate, sizes 8 to 11% in., %4c. to 
$1.48. Women’s and children’s club skates, 
russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
$1.40. Women’s’ and_— children clamp 
hockey, $1.40. Women's and children’s 
clamp hockey skates, russet leather back 
and strap, runners made of cast steel, 
nickel plated, $1.51 to $1.99. 

Lanterns.—There is not much change 
in the lantern situation, and no reduc- 
tion in price is expected. 

Jobbers’ quotations f.o b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz. Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 
per doz. Little Wizard lanterns, $11.25 per 
doz. Eureka driving lanterns, plain lens, 
$19 per doz. Watchmen’s mill lanterns, 
énamel finish, $25 per doz. Imperial plat- 
form lanterns, $9.75 each. 

Linseed Oil.—The local linseed oil 
market is fairly firm. Seed. prices are 
advancing and seem to have a tend- 
ency to strengthen the market. 

Prices to retailers, f.o.b. New York: 

Linseed cil, in carlots, 77c. to 80c. per gal. 
Less than carlots, but more than 5 bbl., 
82c. to 83c. per gal. Single bbi. lots, 86c. 
to 88c. per gal.; boiled oil is 2c. extra; 
double boiled oil and 


is 3c. extra per gal., 
oil in half bbl. lots is 5c. per gal. addi- 
tional. 


Nails.—Many of the leading manu- 
facturers advanced prices 15c. per keg 
during the past week. As yet none of 
the jobbers have made any changes in 
their prices to retailers. 


Jobbers’ quotations f.o.b. New York: 
Wire nails, $3 50 to $3.70, base, per keg 
Cut nails, $4.25 to $4.45, base, per keg. 
Coated nails, $3, base, per keg 

Wire nails and brads, 75-10 to 80 per cent. 


Naval Stores.—Increased optimism 
is being shown in the local naval stores 
market. Though business has not in- 
creased greatly, there is much evi- 
dence of a better tone and a stronger 
market. 


Prices to retailers, f.0.b. New York 

Turpentine 70c. to 72c. per gal. Rosin on 
the basis of 280 lb. to a bbl., vard basis, 
takes the following prices per bbl.: B grade, 
$5.30; D grade, $5.40: E grade, $5.45: F 
grade, $5.55: G grade, $5.75: H grade, $5.80; 
I grade, $5.85 K grade, $6; M grade, $6: 
N grade, $6.25; WG grade, $6.50 and WW 
grade is $7. 


Roller Skates.—Dealers are showing 
mild interest; prices are firm and stocks 
sufficient. 


Jobbers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 74% to 91% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks, clamp 
made of cold rolled steel, rubber cushioned, 
extension 7% to 10 in.. half strap heel, 
clamp toe, plain steel roll, $2.10 per pair. 
Extension ball-bearing roller skates, for 
men, nickel-plated, $2.65 per pair. Same, 
for women, $2.75 per pair. 


Rope and Twine.—The better grades 
of twine took an advance in price dur- 
ing the past week and reports indicate 
a slight buying spurt. Rope prices are 
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unchanged and the demand continues 
rather light. 


Jobbers’ quotations f.o.b. New York: 

Manila rope, No. 1 grade, l6c. to 18%c. 
per lb.; manila, No. 2 grade, 15c. per Ib.; 
manila, No. 3 hardware grade, 13c. per lb. 
Sisal, No. 1 grade, 13c. per Ib.; sisal, No. 2 
grade, llc. per lb. Bolt rope, 20c. to 22c. 
per lb. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 19%c. to 24%c. per lb. India 
hemp twine, No. 6, 15%4c. to 17\44c. per Ib. 

Screws.—General interest is increas- 
ing with ample stocks and_ steady 
prices. 

Jobbers’ quotations f.o.b. New York: 

Wood Screws.—Flat head, bright, 7744-15 
per cent; flat head, galvanized, 6214-15 per 
cent; round head, blued, 75-15 per cent; 
round head, nickeled, 65-15 per cent; round 
head, brass, 70-20 per cent; flat head, 
brass, 7214-20 per cent: round head, brass, 
nickeled, 65-20 per cent 

Machine Screws.—lIron, flat and round, 
80-10 per cent; brass, flat and round, 75 per 
cent. 

Cap screws, 75 per cent. 

Set screws, 75-5 per cent. 

Shovels.—Shovels and scoops in gen- 
eral are receiving more consistent at- 
tention. Stocks are in good condition 
and prices firm. Futures for snow 
shovels and furnace scoops are reported 
as being very good. 

Jobbers’ quotations f.o.b. New York: 

Long handled, steel snow shovel, $4.50 per 
doz.; D handled, steel snow shovel, $5.50 per 
doz.; D handled, hollow back, furnace scoop, 
$5.75 per doz.; long handled, hollow back, 
furnace scoop, $5.75 per doz.: riveted back 
furnace scoop, long handle, $10.50 per doz.; 
ID handled, $10.50 per doz. 


Sleds.—Dealers are beginning to send 
in orders for sleds. Jobbers expect a 
good business in this class of goods. 
Stocks are fair and prices steady. 


Jobbers’ quotations f.o.b. New York: 

Flexible Flyer sleds, No. 1, 38 in. long, 12 
in. wide, 6 in. high, $4.50 each: No. 2, 42 in. 
long, 18 in. wide, 6 in. high, $5 each; No. 3, 
417 in. long, 14 in. wide, 7% in. high, $6.50 
each; No. 4, 52 in. long, 14 in. wide, 7% in. 
high, $7 each. Junior Racer, 49 in. long, 12 
in. wide, 6% in. high, $5.50 each; Racer, 57 
in. long, 13 in. wide, 71%% in. high, $6.75 each; 
No. 5, 63 in. long, 16 in. wide, 8 in. high, 
$9.50 each. No. 4, with one pair of foot 
rests, $7.75; No. 5, with two pair of foot 
rests. $13. Discount of 25 per cent from 
factory, 3314 per cent from New York stock. 

Spring Balances.—There has _ been 
little improvement in conditions as far 
as spring balances are concerned. 


Jobbers’ prices f.o.b. New York: 

Sportsmen's spring balances, brass, nickel 
es capacity 16 Ib. by % Ib., $4.75 per 
aoZ. 

Straight spring balances, brass front, to 
weigh 25 lb. by % Ib., $1.50 per doz.; to 
weigh 50 lb. by 1 Ib., $3 per doz.; to weigh 
100 Ib. by 1 Ib., $48 per doz.; to weigh 150 
lb. by 1 lb., $69 per doz. 

Iron clad ice balances, iron case, japanned, 
brass nickel plated dial. to weigh 200 lb. by 
5 Ib, $4.50 each net; to weigh 300 Ib. by 5 
lb., $5.25 each net; to weigh 400 lb. by 5 Ib., 
$5.75 each net 

Circular spring balance weighs 10 lb. by 
ounces, enameled dial, 6% in., nickel plated 
rim, porcelain enameled pan, 10% in., $2.40 
each net. Circular spring balance weighs 
10 Ib. by ounces, enameled dial, 6% in., tin 
scoop, 7 x 10 x 2% in., $3 each net. Circular 
spring balance weighs 40 Ib. by 2 ounces, 
white enameled dial 6% in., galvanized 
scoop, 18 x 14x 7 in, $5 each net. Circular 
spring balance, brass front, weighs 20 Ib 
by ounces, pan 11 in. in diameter, $3.25 
each net. 

Strainers.—Interest for strainers of 
all kinds is mildly consistent. Stocks 
are ample and prices firm. 

Jobbers’ prices f.o.b. New York: 

Wood handle strainers, high grade, 30 
mesh, twilled cloth, maroon handle, 2% in., 
80c. per doz.; same, 2% in. handle, 85c. per 
oz »'% im. handle, $1.05 per doz.; 4 in. 
handle, $1 25 per doz. Flat bottom strainers, 
30 mesh, twilled cloth maroon handle, 2% 
in., 80c, per doz.; 2% in., 92c. per doz. 


Stove Pipes and Elbows.—Suburban 
dealers are sending in good orders ex- 
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pecting a good business in this class of 
goods. Stocks are sufficient. 

Jobbers’ prices f.o.b. New_York: 

Stove pipe, black iron, No. 28 gage; 12 
lengths to a bundle, 4 in., $1.60; 4') in, 
$1.75; 5 in., $1.95; 5% in., $2.25; 6 in., $2.50 
each per doz. lengths. 

E!bows, black iron, No. 28 gage: 12 
lengths to a bundle, 4 in., $1.60; 4+ in., 
$1.70: 5 in., $1.80; 5% in., $2.10; 6 in., $2.25 
each per bundle of 12 lengths. 

Tree Holders.—Being a little early 
the demand for this class of goods has 
not assumed very large proportions. 
There is, however, every indication of 
a good business later on in the season, 
Jobbers do not predict any price re- 
duction. 

Cast iron tree stands, japanned striped 
with gold bronze, 2 in. opening, $10 per doz, 
net; 3 in. opening. $16.75 per doz. net; 
“Gem” tree stand, $5.75 per doz. 

Toys.—Reports indicate that condi- 
tions in the local toy market are very 
satisfactory. 

Window Glass.—The demand for 
window glass is showing little increase. 
Local jobbers expect a good fall busi- 
ness and express satisfaction for the 
present demand. 


Prices to retailers, f.o.b. New York: 
3 single window glass, 82 per cent 
count. 
3 double glass, 85 per cent discourt. 
A double and single glass, 82 per cent. 
All of these discounts are from the stand- 
ard prevailing list price. 


Wire Goods.—New prices of two 
weeks ago have had a tendency to in- 
crease the demand for wire goods. 
Stocks are fair. 


Jobbers’ quotations f:o.b. New York: 

Poultry netting, galvanized, after weav- 
ing, factory shipment, 50 and 5 per cent, 
from New York stock, 45 per cent Poultry 
netting, galvanized. before weaving, fac- 
tory shipment, 50-10-5 per cent. 

Square mesh wire cloth, 2 x 2, New York 
stock, $4.50 per 100 sq. ft.; 3 x 3, $4.75 per 
100 sq. ft.; 4 x 4, $5 per 100 sq. ft. 


dis- 


Record Attendance Expected 
(Continued from page 76) 


“In our executive sessions, we will 
have reports from various committees. 
We do not want these to be perfunctory 
committee reports, but we want each 
member to be prepared with sugges- 
tions, questions or information cover- 
ing any of the various functions that 
our association should perform and to 
come to our association meeting pre- 
pared to contribute something in the 
way of information, discussion, con- 
structive criticism or helpful sugges- 
tion. If this is done by all manufac- 
turers, we should go home from that 
convention feeling very much better 
fortified to go into the coming year. 

“We are making a departure in the 
arrangement of our program this year. 
Our opening joint session will be held 
Monday evening at eight o’clock. As 
far as possible, all members should en- 
deavor to attend this opening session. 
Tuesday morning each of the associa- 
tions will have opening executive ses- 
sions. Tuesday afternoon there will be 
four or five joint group meetings and 
each member of our association will at- 
tend the meeting most appropriate to his 
particular line. These meetings will 
be attended by both jobbers and manu- 
facturers, and matters of immediate 
interest to the group will be freely 
discussed.” 
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Office of HARDWARE AGE, 
1505 Otis Bldg., 
Chicago, Sept. 12. 
UDGE LANDIS’ award in the build- 
ing trades controversy has been 
handed down, and while there is some 
growling it is thought that the general 
acceptance has been all that could be 
looked for and that far-reaching bene- 
fits are sure to follow. 

Common labor has been placed at 
4742c. per hour and skilled labor will 
draw from 95c. to $1.10 per hour. Some 
unions have walked out and others have 
lost men, but the business agents are 
spurring the men on to accept the de- 
cision, and generally speaking, there is 
good activity in the building field. The 
judge has agreed to a rehearing on 
Sept, 21, at which time some claimed 
discrepancies will be reviewed and, per- 
haps, slight changes made. 

Contractors, architects and material 
men all unite in praising the decision 
and saying it is a just one. The banks 
iook upon it with favor and say that 
just as soon as the men accept it they 
are ready to loan money for building 
enterprises, especially small homes. 
The banks say they have an almost 
limitless amount of money which they 
can loan. The rate will be 7 per cent 
and from one-half to two-thirds of the 
value of the property will be loaned. 

Throughout this section things are 
looking up. in the builders’ hardware 
trade, not due to the decision but to 
a sudden increase in interest. In five 
small Wisconsin cities forty new homes 
are going up, and through the Chicago 
territory there are many other ex- 
amples of building. ‘Sales of builders’ 
hardware have shown a real up-turn 
in the past week. 

The most conspicuous turn in the 
market is an advance of 15c. on the 
base price of wire nails. Staples and 
barbed wire have taken a like rise and 
plain and galvanized smooth fence wire 
is up 10c. per 100 lb. 

There is some increase in the pro- 
duction of iron. Trade is quite lively 
with all indications for a very nice 
volume of fall business. 


Automobile Accessories.—There is a 
good demand for most accessories. The 
weather has been ideal for motoring 
and business has been keeping up in a 
satisfactory measure. There are no 
price changes. 


We auote from jobbers’ stocks, f.o.b. Chi- 
cago: Reliable Jacks, No. 46, $3 each, $34 
per doz.: De Luxe long handled standard 
jacks, $6.25 each; No. 1 standard jacks, 
$2.15 each: twin cylinder foot pumps, $1.25 
each; Simplex jacks, No. 36, $2.10 each; 
Stewart hand horns, $4 each; Weed chains, 
30 x 3%, $5 per pair, with 25 per cent off in 
lots of one dozen pairs and 3344 per cent 
off in lots of more ,.than one dozen pairs: 
Rid-O-Skid chains. $2 to $2.65 per pair: 
inner tubes, red, 30 x 3%, $2.50 each; gray 
tubes, 30 x 3%. $2.05 each; Lyon bumpers, 
#10.25 each; Bethlehem spark plugs, in*lots 
of 100, special type, 43c. each; Mica type, 
Sethlehem spark plugs, 74c. each: Stand- 
ard porcelain Bethlehem plugs, 55c. each: 
Hercules Giant plugs, 55c. to 60c. each; 
Hercules Junior Plugs, 27c. to 35¢. each; 
Hel-Fi standard plugs, 27c. to 35c. each; 
Hel-Fi tractor plugs, 83c. each. A. C. Cico 
plugs, 48c. each; Splitdorf plugs, 7c. to 
78c. each; United plugs, junior 40c. each; 
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Champion X plugs, 50c. each; Champion O 
plugs, 50c. each; Champion Heavy Duty 
plugs, 57c. each. fe 

Axes.—F all is bringing its demand 
for axes which promise to be a good 
selling item for the next few weeks. 
No price variation. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted quality single bitted un- 
handled axes, 3 Ib. to 4 Ib., $14.50 base; 
good quality black unhandled axes, same 


weight, $13.50 base; single bitted handled 
axes, $16 to $22.50 doz. 


Alarm Clocks.—This is the “right” 
time of the year for alarm clocks, and 
they are moving nicely at the same 
prices with which the season began. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: America, $13.08 doz. lots, case $12.48 
doz.; Bunkie, $25.56 doz. lots, case apt 
doz.; Lookout, $16.08 doz. lots, case $15.48 


doz.; Sleepemeter, $17.52 doz. lots, case 
$16.92 doz. 

Agricultural Tool Handles.—There is 
some demand for manure fork and 
shovel handles, but the balance of the 
Iine is quiet. No price change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Agricultural tool handles, 4% X plain, 
$3.50; X bent, $3.90; XX bent, $5.35: 4% 
bent hay forks, strap and ferrule, $7; 4% 
manure fork handle, strap and ferrule, $7 
doz. 

Bicycles and Tires.—Next season’s 
prices have not been announced as yet 
and the trade is marking time until 
they are. 








Builders’ Hardware. — Business is 
coming in very nicely in builders’ hard- 
ware. There is a real fall spurt 
of demand. Considerable construction 
work is going on. Manufacturers say 
present prices are as low as they will 
be in months and advise buying. The 
entire line is in good demand, butts 
and hinges are selling very well. 


Cotton Gloves.—Despite the strength- 
ening shown in the raw cotton market 
there has been no advance in the low 
prices on cotton gloves, which are sell- 
ing in good volume. 

We quote from jobbers’ stocks. f.o.b. Chi- 
cago: 6-oz. knit wrist gloves, $1 doz.; 
8-oz. $1.20; 10-0z., $1.40. 

Copper Rivets and Burrs.—Low prices 
are an inducement which is bringing 
out a good volume of business. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Standard sizes and packages, 50 per 
cent discount. 

Chains.—There is not a very heavy 
demand for chains and there is no new 
price. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Proof coil chain, 1-in. base, $8.50 per 
100 lb.; American Weldless, Lock Link and 
Tenso chains, 50 per cent off list. 


. Cutlery—This department of the 
hardware field is enjoying a nice run of 
business with every indication that it 
will remain good for some weeks to 
come and without any immediate in- 
dications of any important revision in 
prices, which are said to be low, every- 
thing considered. 

Cooking Utensils——Cooking utensils 
ir both aluminum and enameled ware 
are selling in fair volume. There is no 
present price variation. 

Eaves Trough and Conductor Pipe.— 
Very low prices have helped to make 
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rood, which it has been in this 
material for some time past. 





We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 29 ware lap joint eaves trough, $4.75 
per 100 ft e, 3 in., corrugated con- 
ductor | ver 100 ft.; 3 in. corru- 
gated cor ows, $1.55 per doz. 

Files.— Thy quite a good run of 


business in | 
three weeks ago 

We quote fr ers’ stocks, f.o.b. Chi- 
eago: Nichols 0-10-10 per cent off; 
American file He er cent off: Disston 
files, 50-10-10 r ¢ off; Black Diamond 
files, 50-10 per nt ¢ list. . 

Flint Paper and Cloth.—Fall paint- 
ing demands have exerted a beneficial 
effect on the volume of business, which 
has been quite goo! 

We qucte frem jobt cks, f.o.b. Chi- 
cago: First quality fli: No. 0, $4.50 
per ream; first quality ‘ cloth, No. 0, 
$27 per ream 

Galvanized Ware.— | emand for 
tubs and pails continues good. There 


prices changed about 


are some small reductio! the part 
of jobbers to lower surplus stocks, but 
manufacturers say there » profit 
in present prices and hav ade no 


changes. 

Glass.—There.is some pick-up in glass 
sales due probably to the building de- 
mands, and good business is expected 
for the new homes that are under the 
hammer. Business ought to be satis- 
factory for several weeks. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Single strength A, all sizes, 81 per 
cent off: single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off: double strength B, all sizes, 
83 per cent off; putty in 100-Ib. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., Tic. 

Hatchets.—There is a constant de- 
mand for hatchets, but the orders are 
not very large. Prices show no new 
guotations. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 doz.; Competitive grades, $13 doz.; 
warranted shingling hatchets, $14.35 doz. ; 
Competitive forged shingling hatchets, $5.50 
doz. 

Hammers.—Some increase in demand 
is noted. One large Chicago manufac- 
turer says August shipments were 25 
per cent ahead of July and that Septem- 
ber promises to beat August by a like 
amount. Prices are the same. 

We quote from jobbers’ stocks f.o.b. Chi- 
cago: No. 11% first quality nail hammers, 
$13.50 per doz.; Competitive forged nail 
hammers, $7.50 to $10 per doz.; cast steel 
hammers, $4 per doz. 

Hickory Handles—There is a fair 
amount of business in hickory handles 
and prices are unmoved. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 1 hickory axe handles, $4 doz 
No. 2, $2.50 doz.: finest selection second 
growth white hickory, $6 doz. ; special 
white second growth hickory. $5 doz.; No 
1 hatchet and hammer handles, 80c. doz.; 
second growth hickory hatchet and hammer 
handles, $1.40 doz. 

Hose.—The jobber is looking for 
stronger prices on account of the up- 
turn in cotton, but no change has de- 
veloped at this time. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: %-in. molded reel hose, good quality. 
3 %-in. 3-ply good quality duck hos« 

.: \%-in. 4-ply good quality duck hose, 
16c.; %-in. 5-ply multiple hose, 10%c 

Lanterns.—There is a good movement 
of lanterns at unchanged prices. 

We quote from jobbers’ stocks, f.o.b. Chi- 
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cago: Monarch tin lanterns, hot b'ast, $9.50 
per doz.; No. 2 Dietz cold blast lanterns, 
$14.50 per doz.; with large founts, $16 per 
doz.; best tubular lanterns, $9.50 per doz. ; 
Competition lanterns, No. 6 tubular, $7.80 
per doz. 


Ice Skates.—The season has al] in- 
dications of being an active one. Sales 
have been and are continuing good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Men’s and boys’ key clamp rocker, 
best steel runners, bright finish, 9lc. per 
pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men’s and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children’s 
extension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Nuts and Bolts.—Prices are without 
change. Demand is steady. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Large carriage bolts, 50-10 per cent 
off list; small carriage bolts, 60-5 per cent 
off list; large sized machine bolts, 60 per 
cent off list; small machine bolts, 60-10 per 
cent off list; all stove bolts 75-10 per cent 
off list; all lag screws, 60 per cent off 
list. 

Nails.—As stated, prices on wire nails 
have been advanced 15c. per 100 Ib., 
making the new base on common wire 
nails $3.65. Makers claim that prior 
prices did not earn a profit. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wire nails, $3.65 per keg 
base. 

Picks and Mattocks.—There is not 
any big demand at this time. There is 
nothing new in prices, 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Warranted picks, 5 lb. to 6 Ib., $9.80 
doz.; regular grade, $6.30 doz.; warrar§ed 
mattocks, 5 Ib., $11.20 doz.; regular grade, 
$7.20 doz. 


Paints—A 3c. upturn in linseed oil 
prices is reported this week, due partly 
to an increase in demand and largely 
because of a stronger flaxseed market. 
Turpentine is also climbing, showing a 
2c. advance over last week which, in 
turn, was 2c. stronger than the week 
before. There is no change in lead 
prices. 

We guote from jobbers’ stocks, f.o.b. Chi- 
eago: Raw linseed oil in barrel lots, 87c. 
gal.: five barrel lots, 83c. gal.; boiled linseed 
oil in barrel lots, 89c. gal.; in five barrel 
lots, 85c. gal.; strictly pure turpentine, 82c. 


per gal.; denatured alcohol, 45c. gal.; pure 
white lead in 100 Ib. kegs, 12%c. per Ib.; 
dry paste 7c. lb.; pure white shellac, $3.25 
gal.; pure orange shellac, $3.00 per gal.: 
English Venetian Red, $3.75 to $8.25 per 


100 Ib 
Roller Skates.—Business is not very 








Office of HARDWARE AGE, 
410 Unity Building, 
3oston, Sept. 17, 1921. 
‘TATEMENTS by local. jobbers of 
‘) heavy as well as shelf hardware, 
concerning the condition of business, 
indicate a turn for the better has come 
since last reports. The improvement 
in the heavy hardware business is not 
as pronounced as it is in the shelf, yet 
is of sufficient proportions to create 
the general impression that the corner 
definitely has been turned, and that 
from now on a gradual and steady in- 
crease in the weekly turnover can safe- 
ly be expected. Many of the whole- 
sale houses are inclined to attach, either 
directly or indirectly, the recent ad- 
vance in wire and wire product quota- 
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heavy in roller skates. No price 
change. 

We quote from jobbers’ stocks f.o.b. Chi- 
cago: Boys’ ball bearing roller skates, 
$1.85 pair; girls’ ball bearing roller skates, 
$1.95 pair. 

Rope.—The demand for rope is very 
good considering the season. There is 
no price change. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Highest quality manila rope, stand- 
ard brands, 15%c. to 16%c Ib. base; No. 
2 manila rope, 14%c> to 15%c. per_ |b. 
base; highest quality sisal rope, standard 
brands, 12%c. to 14%c. Ib. base; No. 2 
sisal rope, standard brands, 11%c. to 12%c. 
per lb. base. 

Shovels and Spades.—The last reduc- 
tion on shovels and spades is thought 
to be final by the leading jobber. Some 


future business is being booked. 


Sporting Goods.—There is a_ nice 
movement of goods for fall. Football 
equipment is leading in the sales with 
a good demand for rifles and ammuni- 
tion and some late business in golf 
supplies. 

Singletrees.—Sales are good. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: 34 in. strap end varnished single- 
trees, $9 doz.; 48 in, doubletrees, $12 doz.; 
40 in. neckyokes, $11.50 doz. 

Solder and Babbiit Metal.—Attention 
is called to the nature of the goods on 
which quotations are given here. They 
are all standard goods. Business is 
fairly satisfactory. 

We quote from jobbers’ stocks, f.o.b. Chi- 


cago: Warranted 50-50 solder, $19 per 100 
lb.; Medium 45-55 solder, $18 per 100 
lb.; Tinners 40-60 solder, $17 per 100 Ib.; 


High speed babbitt metal, $18 per 100 Ib.; 
standard No. 4 babbitt metal, $7 per 100 Ib. 

Sledges, Mauls, Wedges.—There is a 
very favorable demand for chopping 
mauls and wedges. Prices are more 
favorable than they have been for 
years. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Striking and B. S. sledges, 5 to 16 
lb., $10 per 100 Ib.; wood chopping mauls, 
5 to 8 lb., $13 per 100 Ib.; common fluted 
wedges, 3 to 6 Ib., $7.50 per 100 Ib. 

Sash Weights.—Present prices are 
regarded as very low, Sales have been 
good and are holding up very well. 

We auote from jobbers’ stocks, f.o.b. Chi- 


cago: Ton lots, $37.50 per ton; small lots, 
$40 per ton; stock shipments, $42.50 per 
ton. 


Stove Boards.—This is the favorable 
season for fall shipments of stove 
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tions by the mills, to both the improve- 
ment in centiment among and the bet- 
ter buying by consumers of heavy hard- 
ware lines. With improved business 
conditions there has come a tendency 
among the heavy hardware firms to 
adhere more closely to list prices. 
Perhaps the most concpicuous fea- 
ture of the condition of business as re- 
ported by the shelf hardware whole- 


sals firms is the growing tendency 
among retail concerns to anticipate 
wants. Buying of this character has 


not acsumed normal proportions, yet 
evidently is on the increase in a larger 
number of individual lines than here- 
tofore. Granting this to be true, it 
means just one thing and that is that 
confidence in the future is growing 
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boards, and a good total of business is 
indicated. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Crystal wood lined square boards, 26 
in., $14.45 doz.; 28 in., $16.95 doz.; 30 in. 
$19 doz.; Crystal paper lined stove boards, 
square, 26 in., $8.15 doz.; 28 in., $9.10 doz; 
30 in., $10.80 doz. 

Sash Cord.—Further advances are 
being reported due to the stiffening in 
cotton prices. Some mills are quoting 


only on the receipt of specifications. 
We quote from jobbers’ stocks, f.o.b. Chi- 
Standard grades No. sash cord, 
doz. hanks; standard grades No. 8 
$9.50 doz. hanks. 


Screws.—There is no change in quo- 
tations and demand is fair. 
We quote from jobbers’ stocks, f.o.b, Chi- 


ago: Flat head bright screws, 771-20 per 
cent off list; round head blued, 2 
cent off list; flat head brass, 72%-2)) 
cent off list; round head brass, 70-20 per 
cent off list; japanned, 70-20 per cent off 
list. 


Traps.—Some early demand is felt 
and better business is looked forward 
to by manufacturers and jobbers. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. Victor, $1.71; No. 1 Victor, 
$2.01: No. 1 Victor Giant, $2.56; No. 1% 
Victor, $3.05; No. 0 Oneida Jump, 
No. 1 Oneida Jump, $2.75; No. 1% Oneida 
Jump, $4.12; No. 0 Triumph, $1.71; No. 1 
Triumph, $2.01; No. 1% Triumph, $3.05; 
No. 115 X Triple Clutch, $3.25. 

Tools—There is good business in 
small tools at no price change. 

Wheelbarrows.—No new prices, and 
sales are somewhat slow. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Common wood tray barrows, $3 each; 
common steel tray barrows, $4.50 each; 
steel leg garden barrows, $5.50 each. 


Wringers.—There is fair business in 
wringers at the same prices. 
Washing Machines.—Some increase in 


business is noted. Price cutting is 
attracting some interest. 
Wire Goods. — Manufacturers an- 


nounce the new prices on poultry net- 
ting, which show a decline of about 
15 per cent. Other wire goods items 
are changed. Sales are fair. Staples 
as well as nails and barbed wire are up 
15e. 

We quote from jobbers’ stocks, f.o.b. Chi- 
cago: No. 8 black annealed wire, $3.35 per 
100 Ib.; Galvanized barbed wire, $4.30 per 
100 Ib.; 12 mesh black painted wire cloth, 
$2.50 per 100 sq. ft.; poultry netting, 55 
per cent off; galvanized after weaving, 59 
per cent off; catch weight spool galvanized 
cattle wire, $4.30 per 100 Ib.; 80 rd. spool 
galvanized hog wire, $3.85 per spool; No. 
8 galvanized plain wire, $3.85 per 100 lb. 





among the rank and file of retail houses. 
To be sure there remains quite a num- 
ber of lines on which prices are still 
considered high by the distributing 
trade, and in such cases buying is for 
immediate requirements only. The 
number of lines so classified is consid- 
erably smaller than it was during the 
previous quarter, however, an indica- 
tion that producing interects, one by 
one, are adjusting manufacturing costs 
and prices for their products to a basis 
satisfactory to the distributor and con- 
sumer alike. 

Axes.—A further improvement in the 
movement of axes is noted among job- 
bing houces. The amount of stock in- 
volved in individual orders placed by 
retail dealers is, in the majority of 
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cases, larger than it has been for some 
time, which, in a large measure, ac- 
counts for the better volume of trade. 
Prices quoted on this market continue 
out of line with those elsewhere, due 
to the fact that jobbers evidently are 
trying to reduce stocks as much as pos- 
sible and therefore are willing to quote 
lower prices, 

We quote from jobbers’ stocks: Single 
bit axes, standard, $15 per dozen base; 
double bit axes, $19 per dozen base, with- 
out handles. 

Barbed Wire.—For the first time this 
year an advance in barbed wire is noted 
in response to the general marking up 
of wire products by the steel mills. 
Higher prices, as quoted here, appear 
to have stimulated rather than discour- 
aged placing of orders by retail deal- 
ers. In fact, the demand, although not 
large, is better than it has been here- 
tofore. ; 

We quote from jobbers’ stocks: 

Galvanized barbed wire, 80-rod reels, $4.19 
per reel; 2-ply twisted, 80-rod reels, $3.77; 

lvanized barbed wire, catch weight reels, 

4.75 per cwt.; 2-ply twisted, catch weight 
reels, $4.75. 

Staples, $4.75 
per 100 Ib. 

Batteries and Bulbs.—That the stor- 
age battery is fast gaining in popular- 
ity is demonstrated in the continued 
excellent sales of bulbs and batteries, 
as noted by the jobbing trade here. It 
is quite definitely established that this 
class of merchandise has become stand- 
ard among the hardware trade, and that 
a good demand for same exists the year 
round. It was but a short time ago 
when buying of bulbs and batteries 
came in seasons, but this condition ap- 
pears to have passed. 

We quote from jobbers’ stocks: ? 

Batteries.—Leading makes, standard tu- 
bular 3-cell batteries, 50c. list; standard 
2-cell, 35c. list; baby batteries, 30c. Dis- 
counts: Less than unit packages, one-third 
off list; unit packages, 40 per cent off list: 
10 or more packages, 40 and 10 per cent off 
list. Unit cells, No. 035, 15c. each; No. 950, 
17c. Boxes of 50 units, 40 per cent off list. 
mye or more boxes, 40 and 10 per cent off 

st. 
Bulbs.—In less than unit lots, list: in unit 
lots, 30 per cent off list; 100 bulbs assorted, 
40 per cent off list. 

Spotlights.—Eveready, No. 2674, nickel, 
complete, $4 list: No. 2672, fiber, complete, 


galvanized fence staples, 


$3.75 list. Special bulb for same, No. 1162, 
30c. Three unit cells, No. 950, 17c. each; 
No. 935, 15c. each. 

Bottles—The market for domestic 


vacuum bottles is comparatively light, 
both from the viewpoint of the jobber 
and the retail dealer. While it is true 
that more or less ¢tock sells from day 
to day, the volume of business is not 
up to expectations. 


Bottles.—Thermos, brown steel cases, 
pints, $2.25 list: quarts, $3.50; corrugated 
nickel, pints, $3.50; quarts, $5; smooth 


nickel, pints, $4.25; quarts, $5.50; discount, 
25 and 10 per cent. Universal bottles, same 
price and same discount. Ferrostat, black 
finish, pints, $7.50; leather finish, $8.50; 
quarts, black finish, $10; leather finish, $11; 
2-qt., black finish, $15; leather finish, $16. 
Discount, 30 per cent. 

Jugs.—Ferrostat, qt. No. 404, Verde 
copper finish, $14 each, less 30 per cent dis- 
count. 

Cooking Ware (Glass).—Two of the 
largest jobbing houses here report 
quite an improvement in anticipation 
orders by the retail trade. Generally 
speaking, however, retail dealers have 
not anticipated wants for this class 
of merchandise as freely as they usual- 
ly do. Many of them carried over stock 








HARDWARE AGE 


this year, which have been quite gen- 
erally reduced since Jan. 1; conse- 
quently the jobbing trade anticipates a 
still further improvement in the move- 
ment of goods within the near future. 

We quote from jobbers’ stocks: Casse- 
roles, rounds. 1-qt., $1.75 each; 1%-qt., $2 
each; 2-qt., $2.50 each. Baking dishes, un- 
covered, 1-qt., $1 each: 1%-qt., $1.25 each; 
< $1.50 each. Pie plates, 90c. to $1 each. 
Cake dishes, 90c. each. Bread pans, $1 to 
$1.75 each. Custard cups, 25c. to 35c. each. 
Ramekins, 20c. each. Jobbers’ terms are 
30 ner cent off list. 


Cutlery.—The demand for safety 
razors is very fair, in so far as the job- 
ber is concerned. There continues an ex- 
cellent market for kitchen knives, and 
the movement of carving sets is on the 
mend. Retail dealers are actively in- 
quiring for pocket knives to retail for 
50c., but jobbers apparently are unable 
to supply kinds that come up to quailifi- 
cations. This fact throws the bulk of 
the buying power into the $1 division, 
and a number of local wholesale houses 
report excellent sales of same. One of 
the houses has had considerable suc- 
in marketing 


cess the past month 
pocket knife assortments put up in 
dozen lots in display boxes. Generally 


speaking, the demand for cutlery is on 
the mend. Job lots are growing 
searcer and scarcer. 

Door Hangers.—As intimated last 
week, local jobbing quotations on door 
hangers have been reduced approxi- 
mately 12! per cent. 

Duck.—The local market on cotton 
oiled duck has been advanced 20 per 
cent. The higher prices are based 
largely on the increased cost of raw cot- 
ton. 

Electrical Goods.—Electrical goods 
are moving out of stock more freely, 
with toasters possibly leading in activ- 
ity. It is only fair to state, however, 
the demand for irons and percolators 
is all that could be desired, everything 
considered. 


We quote from jobbers’ stocks: 
Irons.—Hot point, 30 per cent discount; 
Damanco, $4.25 net, each: Sheldon, $3.25 
net, each; Universal, nickel plated, No. 
901. $7.50 each: No. 902, $6.75: No. 905, 
6.75; No. 708, $8.75; No. 9021, $6.50: No. 
9023. $6.25: No. 9051, $8. Discount, 30 per 
cent; 12 pieces or more, 30-5 per cent; 24 
pieces or more, 30-71% per cent. 
Heaters.—Hot Point. 30 per cent discount; 
Universal, No. 9952, Sunburst type, $11.50 
list: discount, 30 per cent. 
Percolators.—Coffee, Universal, No. 9166, 


nickel, $22.50: copper, $24; silver, $26.50 
each; No. 9169, nickel. $25: copper, $26.50; 
silver, $29: No. 159, $2.50 each, net. Dis- 


count, 30 per cent; 12 pieces or more, 30-5; 

24 pieces or more, 30-7% per cent. 
Toasters.—Universal, nickel, No. 945, 

$7.50 each: No. 946. $6.75. Discounts same 


as on other goods. Reverso, $5.75, net, 
each; Star, $3.76, net, each. 

Grills.—Universal, nickel, No. 984, $12.50 
each: No. 982, $11.50. Discounts same as 
on other goods. 

Heat Pads.—Universal, nickel, No. 9940, 
$10.75 each. Discounts same as on other 
goods 

Curling trons.—Universal, nickel, No. 
9901, $6.25 each; No. 99011, $6.75. Dis- 
counts same as on other goods. 

Ranges.—Two burners, with quill and 
oven, No. 9688, $31.50. Discounts, 30 per 


cent. 

Fishing Tackle.—Salesmen are book- 
ing business for next season. Prices 
are somewhat lower, except on fishing 
reels, than they were last season. There 
is a good distribution of fishing tackle 
being made by retail dealers who are 
keeping up their assortment. Unlike 
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most other lines of merchandise, manu- 
facturers of fishing tackle are not yet 
able to produce goods in normal quan- 
tities. 

Food Jars.—The demand for vacuum 
food jars is exceptionally good. 

We quote from jobbers’ stocks: No. 604, 
1-qt., $15 each; No. 605, 2-qt., $20; less 30 
per cent discount 

Freezers—A material reduction is 
noted in local jobbing quotations on 
ice cream freezers, due to new discounts 
recently announced by leading manu- 
facturers. Unless all indications fail, 
the new ice cream freezer season 
should be much more satisfactory from 
every standpoint than it has been be- 
fore in several years. Following are 
new net prices based on manufacturers’ 
discounts. 

We quote from jobbers’ stocks: 

White Mountain: $2.43: § 





3-qt., $3.38; 4-qt $ 
$6.75; 10-qt., $9; 12-qt 7 
20-qt., $16.60; 25-qt., $21.30 eact 

Arctic: 2-qt., $2.30; 3-q 8 i-qt., 
$3.40; 6-qt., $4.30 each. 

Goodell-Pratt Goods.—The Goodell- 
Pratt Co., Greenfield, Mass., has is- 


sued a new price list, dated Sept. 1, 
which shows a decline of 10 to 15 per 
cent on many items contained therein. 
Local jobbing quotations have been re- 
vised accordingly. The demand for this 
class of goods, although below normal, 
shows improvement, and indications are 
it will continue to do so. 

Grass Hooks.—Following the reduc- 
tion indicated a week ago by leading 
manufacturers of grass hooks, the 
local jobbing trade have revised prices 
downward on next season’s goods. 

We quote from jobbers’ stocks: 

Reliance: No. 70. $3 per dozen; Lawn 
King, $6.50; Little Giant. $5.25; Little Giant, 
adjustable, $6; Little Giant, long handle, 
$8: Komet, $4. 

Hack Saws.—Some hack saw inter- 
ests are out with new prices, which 
show a further reduction of 10 per cent, 
making a total cut of 20 per cent this 
year. It is expected other manufac- 
turers will take similar action, but 
until they do it is not likely there will 
be any change in local jobbing quota- 
tions. The demand for hack saws is 
better than it was, yet is still well be- 
low normal, and local stocks are more 
than ample for all requirements. 

Hot Water Bottles.—Orders for hot 
water bottles are beginning to make 





their appearance, retail dealers evi- 
dently getting ready for fall and winter 
trade. Orders received are being 


promptly filled, and the market here 
apparently is able’to take care of fu- 
ture business. 


We quote from jobbers’ stocks: Palco, 
No. 2, $3 each list; No. 3, $4.50: discount, 
23%, per cent; Cello, Bostonia, 3-pt., $1.25 
each, net: Genuine, No. 200, $2.10; No. 250, 


$2.45: No. 300, $3.50 

Iron and Steel.—An improvement, al- 
though a slight one, is noted in the con- 
sumption of iron and steel. The under- 
tone of the market is stronger, jobbing 
houses being less inclined to shade 
prices in order to secure business. 

We quote from jobbers’ stocks: 

lron.—Refined, $2.83 per 100 Ib. base; % 
and -in. round and square, $4.75; best 
refined fron, $4.75; Wayne iron, $7; Norway 
iron rounds, %-in. to 2%4-in., $7.10 base; all 
other sizes, $7.75 base. 


Steel.—Soft steel bars, $2.81% to $2.83 
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per 100 Ib. base; flat, $3.83 to $3.93; con- 
crete bars, plain, $2.8114 to $2.83; twisted, 
$2.50: angles, channels and beams, §$2.81% 


to $2.93; tire steel, $4.20 to $4.70; open- 
hearth spring steel, $5.25; crucible spring 
steel, $11.50; steel bands, $3.46%4 to $3.93: 


steel hoops, $4.18: cold rolled steel, $4.15 to 
$4.65: toe calk steel, $5.25. 

Quantity differentials, lots under 1000 Ib. 
of a size, 25c. per 100 Ib.; lots of 1000 lb. to 
19°9 Ib. of a size, 14c. 

Lawn Mowers.—Complying with 
changes recently made in manufactur- 
ers’ lists, local jobbing firms have come 
out with new season’s prices on lawn 
mowers, which are materially lower. 


We quote from jobbers’ stocks: 


Lawn mowers, low-grade, 14-in., $5.50 


each; 16-in., $5.75. Medium-grade, ball 
bearing, 16-in., $8 each; 18-in., $8.38. 
Better grades, ball bearing, five-blade 

$12; 16-in., $13; 18-in., $14; 20-in., 


14-in., 

Lead.—The recent advances made in 
its prices for pig lead by the American 
Smelting & Refining Co. is the basis 
for a firmer market on sheet elad, al- 
though jobbing prices have not been 
altered. 

We quote from 
lead. 191¢c. per Ib. 

Nails.—The local market on wire 
nails is 15c. higher and not 25c. to 50c. 
as generally predicted a week or so ago. 
New prices are, of course, based on 
the advance recently made by the mills. 
The demand for nails in general, but 
especially wire, appears better, yet job- 
bers are not inclined to attribute busi- 
ness to the change in mill quotations. 


We anote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4, base, 
f.o.b. Boston: cut nails, $4.50 per keg, base. 
Tremont schedule of extras same as here- 
tofore. 


jobbers’ stocks: Sheet 


base. 


Pipe Cutters.—The Trimo interests, 
in common with others, have announced 
a cut of 10 per cent in prices for pipe 
cutters. Apparently there is more do- 
ing in the market, but much room for 
improvement. 

Sash Cord.—Higher prices are noted 
for sash cord as a direct result of the 
upswing in the raw cotton market and 
a slightly larger consumptive demand. 
Local stocks are considerably below 
normal, yet evidently cufficient for all 
requirements. 


: We quote from jobbers’ stocks: Sash cord, 
in dozen lots, cheaper grades, 37c. per Ib. 
base; medium grades, 39c. base; Sampson, 


6l1ce. base. 
Screws.—The movement of wood 
srews out of local stocks is on the 


mend. In fact, consumption is better 
than it has been before in several 
months, but admittedly is well below 
normal. The market here appears to 


Office of HARDWARE AGR., 
1002 Park Building, 
Pittsburgh, Sept. 19. 
‘[T°O-DAY optimism is more strongly 
in the limelight in the iron and 
steel trades than it has been in many 
months, and nearly all of thoce who 
thought that talk of better conditions 
in these trades was not warranted; have 
changed their opinion, and are now 
firmly convinced that the ‘corner has 
been turned, and that. conditions are 
really better, and getting stronger right 
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be in a healthy condition as regards 
stocks and any sudden unexpected real 
buying movement undoubtedly would 
clean up the market on at least some 
sizes. There is a <hade better under- 
tone to the market on machine screws 
and the like, which is an indication of 
machine shops growing more active. 

We quote from jobbers’ list: ss 

Wood screws.—Iron, bright, flat, 77% per 
cent discount, round and oval, 75 per cent, 
fillister, 75 per cent; blued. flat, add 5 per 
cent, 77% per cent discount, round, 75 per 
cent; japanned, flat, 70 per cent discount, 
round, 67% per cent; tinned, flat, 62% per 
cent discount, round, 69 per cent; gal- 
vanized, flat, 62% per cent discount, round, 
60 per cent: coppered, flat, 72% per cent 
discount, round, 70 per cent; bronze plated, 
round and flat: nickel plated, round and 
flat; silver plated. round and flat and brass 
plated, round and flat, all 65 per cent dis- 
count. 


Wood screws.—Brass, bright, flat. 72% 
per cent discount; round and oval, 70 per 
cent. Nickel plated, flat, 65 per cent dis- 


count; round, 65 per cent discount. 

Wood screws.—ronze metal, plain, 
round. 67% per cent discount; round and 
oval, 65 per cent. 

Machine screws, etc.—Coach screws, 50 
and 10 per cent discount; set screws, in- 
cluding headless. 60 and 10 per cent dis- 
count; cap screws, square and hexagon, 60 


per cent discount: fillister, 40 and 10 per 
cent discount; flat, 30 per cent discount; 
button head, 20 per cent discount; lag 


screws, 50 per cent discount: iron machine 
screws, flat and round head, 50 per cent 
discount: fillister, 45 per cent discount; 
flat and round head brass, 49 per cent dis- 
count; fillister, 35 per cent discount. 

Sinks.—Because of an increase in 
home and garage construction ther? *: 
slightly more activity in the market 
for sinks. Enameled kinds appear to 
be moving better than the common iron. 

We quote from jobbers’ stocks: Common 
iron sinks, 2%-ft. $4 each, net; 3-ft.. $4.54: 
3%-ft., $5.76: 4-ft., $7.46. 

Skates.—Roller skates are offered at 
somewhat lower prices. Buyers are 
somewhat backward in placing orders 
for ice skates owing to poor busines; 
last winter. As a result prices are very 
considerably lower and liable to fluctua- 
ticns from day to day. 


We auote from jobbers’ stocks: 

Ice Skates.—Men's and boys’ all clamn 
club skates, sizes 8 to 12 in., 91c. to $1.18 
Men’s and boys’, all clamp hockey skates, 
runner cast steel, all parts nickel plated 
sizes 9% to 11% in., $1.24 to $1.63. Canadian 
hockey skates for men, women and children, 
narrow foot plate, sizes 8 to 11% in., 94c. to 
$1.48. Women’s and children’s club skates. 
russet leather back and strap, sizes 8 to 11 
in., polished cast steel runners, $1.15 to 
$1.40. Women’s and children’s clamp 
hockey, $1.40. Women’s and children’s 
clamp hockey skates,. russet leather back 
and strap, runners made of cast steel, 
nickel plated. $1.51 to $1.99 
Roller Skates.—Plain bearing, children’s, 
75c. per pair: plain bearing. rubber cushion 
solid roll, $1.35: ball bearing. $2. 


Steel Goods.—Prices on the Ameri- 
can Fork & Hoe Co. and other kinds of 
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along. The past week has furnished 
plenty of evidence that the tide has 
turned, and that the iron and steel busi- 
ness is really better than it has been 
in some months. All the developments 
of the week have been favorable, some 
extremely so. In the first place, the 
only authentic advances in prices on 
iron and steel products made in many 
months, were made last week, and there 
were other encouraging happenings. As 
noted in HARDWARE AGE last week, the 
American Steel & Wire Co. has made 
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farming tools, issued under date of 
Sept. 1, show a decline of approximate. 
ly 10 per cent, and local jobbing con- 
cerns have announced next season’s 
quotations based on same. 
Toys.—Efforts of the jobbing trade 
to interest retail dealers in toys are 
meeting with better success than here- 
tofore, judging from orders received 
since last reports. The wholesaler, 
however, has a considerable distance to 
go before his fall toy business is back 
on a normal basis. 
We quote from jobbers’ stocks: 
Erectors.—No. 00. 35c. each; No. 0, 53c.; 
No. 1, $1.05: No. 2, $1.75: No. 3, $2.45; No. 6, 
$7: No. 7, $10; No. 8, $16.67; No. 10, $24.50. 
Wireless Sets.—No. 4004, $3.85 each. 
Soldering Outfits.—No. 7001, 67c. each; 


No. 7002, $1.67. - 
Miscellaneous.—Hydraulic and pneumatic 


engineering, No. 6502, $7 each. Heat ex- 
perimenting, No. 6510, $17.50. Separate 


phone, No. 3507, $3.63. 

Mineralogy.—No. 6550, $5.25. 

Motors.—No. P-52 (2 terminal batteries), 
$1 each: No. P-54 (reverse motors). $1 83; 
No. P-58 (4 terminal batteries), $1.58; No. 
P-60-C (transformers), $4.55. 

Watches.—Jobbers are conciderably 
gratified with recent orders received for 
watches both for immediate and future 
shipment. Actually, business is well 
below normal, but is so much better 
than it has been the jobbers are quite 
encouraged. Retail dealers we have 
talked with this week report little if 
any improvement in over-the-counter 
sales so it might be inferred that orders 
received by jobbers are coming largely 
from those who are anticipating rather 
than experiencing better distribution. 

We quote from jobbers’ stocks: Watches, 
Ingersoll, plain dial models, $1.15 to $2.50 
each; radiolite models, $1.75 to $3.65 each: 
jeweled models, $3.15 to $6.65 each: Leonard 
ee $1.10 each; Motor watches, $1.10 

Wire.—Those comparatively few job- 
bing houses handling wire have revised 
their quotations to correspond with new 
prices issued by the mills. As con- 
trasted with heretofore, the market to- 
day is approximately $2 higher. 

Wrenches.—The market on Stillson 
and Trimo wrenches is 10 per cent 
lower following the issuance of new 
lists by the manufacturers. The de- 
mand for wrenches has been more or 
less limited for some time, and accord- 
ing to the jobbing trade, the cut in 
manufacturers’ prices was made in an 
effort to stimulate busine:s. The fact 
that raw material and manufacturing 
costs have been reduced during the past 
few months unquestionably had consid- 
erable to do with the new producers’ 
lists. 


an advance of $3 per ton in wire nails, 
or 15¢c. per keg, and has also advanced 
nearly all grades of wire $2 per ton. 
Practically all makers of wire prod- 
ucts have made the same advances. 
Late last week, the Brier Hill Steel Co., 
Youngstown, Ohio, made an advance 
of $5 per ton on all grades of sheets, 
and this is likely to be followed by other 
makers of sheets, as the Brier Hill Steel 
Co. is one of the largest independent 
makers of sheets in the country, and 
has a commanding position in the trade- 
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The effect of these substantial advances 
in prices has been to greatly strengthen 
the entire steel market, and no longer 
does one hear so much talk of further 
cuts in prices, rather the talk now is, 
how soon will advances be made on 
other lines of steel products. 

Locally, there have been some en- 
couraging developments. A_ leading 
department store that has for several 
years been considering making a large 
addition to its present buildings, last 
week decided to go ahead, and will erect 
another large store that will cost from 
$1,500,000 to $2,000,000 and will give 
employment to hundreds of men for 
some months. The size of this addi- 
tion may be appreciated when we state 
that no less-than 3500 tons of structural 
steel will be used, the largest amount 
of steel that has gone into any one new 
building in Pittsburgh for several 
years. There are several other large 
building projects on the fire here, and 
one or two of them are likely to go 
ahead at once, or in the very near fu- 
ture. In addition to all this, we can 
say that iron and steel plants in the 
Pittsburgh and nearby districts are 
now operating at a larger rate of capac- 
ity than for many months, and with 
good prospects ahead. 

Another encouraging feature is that 
our exports of iron and steel are show- 
ing an increase since the recent reduc- 
tion of 25 per cent in freight rates was 
made on steel for export. It is said 
that indications favor a steady increase 
in our export trade, and if this is real- 
ized, it will help the general situation 
very much. The American Steel & 
Wire Co. is now operating its wire and 
nail plants to 40 per cent of normal 
capacity, and the American Sheet & 
Tin Plate Co. is operating its sheet and 
tin plate mills to 50 per cent, these oper- 
ations being the largest for nearly a 
year. The output of steel ingots in this 
country in August was 1,351,628 tons, 
an increase of 31 per cent over the 
output in July. So far in September 
the general demand for iron and steel 
products has been larger than in 
August, and this month is expected to 
show gains in every way over last 
month. 

Prices on iron and steel products are 
holding steadier than for a long time. 
There is still some slight irregularity 
in prices on a few of the heavier lines, 
but these are unimportant; and the 
trade is not looking for lower prices, 
but on the contrary, is more inclined 
to buy ahead in the belief that on some 
lines of steel on which prices are low, 
there may be advances before long. 

In the wholesale and retail hardware 
trade, conditions are better, and the 
outlook is more encouraging than for 
a long time. Already a good demand 
for fall goods is under way, and with 
so many predictions of a long, cold win- 
ter, the trade is buying quite freely of 
goods that will be needed if these pre- 
dictions hold good. In a few weeks the 


crops will have been harvested, farm- 
ers will have more money to spend, and 
are likely to make more liberal pur- 
chaces of goods for the farm than for a 
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long time. The local building situa- 
tion is more active, and the demani 
for goods that go into new building 
construction is going to be better right 
along. 

Collections are reported easier, and 
with the vacation period over, there is 
no good reason why there should not be 
good business in hardware and other 
lines over the next two or three month 
at least. 

Automobile Accessories.—The  de- 
mand for general accessories is fair. 
The weakness in prices of cars and in 
tires and tubes is also felt in acces- 
sories, and dealers are carrying light 
stocks, apparently fearing to risk of 
having too many goods on hand, should 
a decline in prices come. There is a 
general impression that prices on cars 
will be lower in the spring, and this is 
likely to be the case with tires and other 
accessories. Price changes in the past 
week were unimportant. Prices quoted 
by jobbers from stock are as follows: 

teliance jacks, No. 1, $2.33: No. 2. $2.33. 
in lots of 12; A. C. Titan spark plugs, 65c.. 
in lots up to 10, and 58c. in lots of from 10 
to 100; Derf spark plugs, $6c. each for all 


sizes, in lots less than 50; Champion X., 
ite. each for less than 100 and 48c. each for 





over 100; Champion regular, 58c. each for 
less than 100, all sizes, and 56c. each for 
over 100 


Axes.—Demand is quiet and likely 
will be over the remainder of this year. 
Prices are protected over this year, and 
have not yet been given out for next 






year. Jobbers quote from stock as fol- 
lows: 

First grade single bitted axes, handled. 
$21 per doz.; unhandled, $17 per doz.: 
double bitted axes, handled, $26.50 per doz.;: 
unhandled, $22.50 per doz.: second grade 
axes, single bitted, handled, $19 per doz.: 
unhandled. $16 per doz.: double bitted, 
handled, $24 per doz.: unhandled, $21 per 


doz 

Builders’ Hardware.—The local out- 
look for this trade is better than for 
some time. New building is more ac- 
tive, and the Joseph Horne Co. has 
started work on an addition to its pres- 
ent store here that will cost upward of 
$2,000,000. A large amount of hard- 
ware will be used in the new building, 
and it will be a modern store in every 
detail. There is more building going 
on, especially dwellings and apart- 
ments, in which there is a very great 
shortage in this city. The McKinney 
Mfg. Co. reports a better demand for 
its various lines of builders’ hardware 
than at any time this year. 

Bolts, Nuts and Rivets.—Not much 
new to report in these lines. Specifica- 
tions against contracts are better, but 
local makers say they do not care to 
take much business for delivery ahead, 
as prices are too low, and do not permit 
of a profit. 

Discounts quoted by jobbers from 
stocks are about as follows: 


Large structural and ship rivets, $2.35 to 
$2.50: large boiler rivets, $2.45 to $2.60 
small rivets, 65, 10, 10 and 5 to 70, 10 and 
10 per cent off list: machine bolts. small. 


rolled threads, to 70 and 10 per 
cent off list: machine bolts, small, cut 
threads, 65 and 10 to 70 and 5 per cent off 


70 and 7% 


list: machine bolts, larger and longer. 6» 
and 106 to 65. 10 and 5 per cent off list 
Carriage bolts, % in. x 6 in.; smaller and 
shorter, rolled threads. 65 and 10 per cent 


off list; cut threads, 60 and 10 per cent off 
list; longer and larger sizes, 60 and 10 per 
cent off list. Lag bolts. 70 and 5 to 70 and 
10 per cent off list. Plow bolts. Nos. 1. 2 


I heads, 60 and 10 per cent off list; 
ler style heads, 20 per cent extra Ma- 
Chine bolts, ¢.p.c. and t. nuts, 3% in. x 4 in.: 


and’ shorter, 60 and 5 per cent off 


Rivet tivets, le. per Ib. extra for less 
thar Rivets in 100-lb. kegs, 25e. 
extra not under contract; small 
and n is lots less than two tons, 
int a than 100 Ib of a size or 
me es extra All prices carry 


Pittsburgh. 
Ware.—Several makers 
slight reductions in prices 
on some crades of galvanized ware 
since our lust report, but these are not 
yet ready to be viven in detail. Job- 
bers have been looking for a reduction 
in prices for some time and have been 
earrying light stoc} 


Galvanized 
have mad: 


Jobbers PR ws nized tubs’ with 
wringer attachn N 1, $7.50 per doz.; 
No. 2, $8.50 per | N $10.50 per doz.; 
12-qt. pails, $2.65 Red Band pails, 
$6.50 per doz 


Ice Cream Freezers. 
makers of ice cream f 
out the new prices fo 
are from 25 to 33 1 
than this year. 


Practically all 
s have given 
and which 

ent lower 


Prices being quoted by bbers on 
the White Mountain freeze: ext year 
delivery are as follows: W lountain, 
2-qt.. list, $5.65: No. 3, $6.75 t, $8.25 
No. 6, $10.45; No. 8, $13.50. Pri Arctic 
freezers are as follows: No. 2. 3}. No. 3, 
$5.55; No. 4, $6.80; No. 6. $8.60 \ll these 
prices are subject to a trade discount of 50 
per cent. These lower prices will no doubt 
iccelerate sales of freezers next year 


Iron and Steel Bars.—Prices on steel 
bars are only fairly strong. On large 
lots for direct shipment from mill, as 
low as 1.50c. has been done, but the 
general run of prices is from 1 65c. to 
1.70c. in large lots. The demand is not 
very heavy. 


Jobbers quote soft 
9 9- 


at 2.10c. to 2 


about 2.75e. to 3c. 


steel bars from stock 
c., and common iron bars at 
for fair sized lots. 


Iron and Steel Pipe.—Following the 
reduction in prices on iron pipe of $10 
per ton as noted in our report of last 
week, there has been no reduction in 
prices of steel pipe, but regular dis- 
counts ar? being shaded from two to 
four points, equal to $4 to $8 per ton. 
This leads some in the trade to believe 
there will be a general reduction in 
prices on steel pipe in the near future. 
The demand for butt weld sizes of pipe 
used in building work is more active, 
and there is also a better demand for 
oil well supplies of all kinds. The 
Standard Oil Co. is said to have placed 
an order lately for 30 miles of 6-in. line 
pipe with a local mill. 

Paints and Supplies.—The active 
campaign under way for practically all 
of this year with the object of increas- 
ing sales of paints and supplies has 
borne good fruit. Two local paint 
houses say their sales so far this year 
are heavier than in all of last year, but 
the demand in the last month or so has 
fallen off some. The people have been 
educated to the fact that it is economy 
to paint often, and the good work done 
this year will do doubt result in good 
paint business next year. Efforts of 
the “Save the Surface and You Save 
All” organization will be kept up, as 
it has done good work. Prices are fair- 
ly steady. 

Jobbers are now quoting the smaller trade 
as follows: Ready mixed paint, $3.25 per 


gal.; standard grade linseed oll, 86e. per 
gal., and white lead, $11.50 per 100 Ib 
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Stucco 4-in. brushes remain at $4 each at Stoves and Stove 
retail; putty is now quoted at $1 for 12%- 
Ib.: $1.90 for 25-lb.; sandpaper remains at 
30-10 per cent off list; prices on shellac are 
lower, the cheaper grades_being quoted at 
$2.75 per gal.; medium grades, $3.25 and the 
higher grades, $3.75 per gal. No changes 
were made in plate and window glass. 
Plate glass, less than 5 sq. ft., is 78 per 


than for some time. 


cent off: over 5 sq. ft., 80 per cent off. ers are not having a demand for snow 
Window glass, single strength, A and B, in fairly heav 
is 82 per cent off list; double strength, A, is shovels but have put 1 y dd y 
83 per cent off, and double strength, B, 85 stocks in the expectation of a good de- 


per cent off list. Standard grades of varnish, 
inside finish, are $3.15 per gal., and for out- 
side finish, $4.20 per gal. 

Poultry Netting —Prices have been 
fixed for 1922 and are from 15 to 20 per 
cent lower than this year. Discounts in 
small lots are now 50 per cent off for 
galvanized after weaving, and 50 and 
10 per cent for galvanized before weav- 
ing. Somewhat lower prices are named 
for large lots. 

Skates.—Demand for the coming sea- 
son is opening up pretty well, and job- 
bers have laid in fairly heavy stocks in 
expectation of an active fall trade. 
Last fall there was practically no local 
ice skating on account of the mild win- 
ter, and some concerns carried over 
fairly large stocks into this year. 
Prices are reported as holding quite 
firm. Jobbers are quoting from stock 
about as follows, f.o.b. Pittsburgh: 

Men's and boys’ key clamp rocker, best 
steel runners. bright finish, 91c. per pair; 
men’s and boys’ key clamp rocker, steel 
runners, nickel plated, $1.18 per pair; men’s 
and boys’ key clamp hockey, polished cast 
steel runners, $1.24 per pair; children’s ex- 
tension, 55c. per pair; women’s and girls’ 
half key clamp rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per reir, 

Sash Cord.—Some makers have ad- 
vanced prices from 3c. to 4c. per lb. on 
the best qualities, and the demand is 
reported quite active. Some makers are 
filled up over the next four to six weeks. 
We now quote Silver Lake from job- 
bers’ stocks at about 52c. per lb., while 
ordinary brands are from 30c. to 35c. 
per lb. 

Sash Weights.—The demand is bet- 
ter than for some time, and prices are 
firmer. Jobbers now quote at $42.50 
to $45 per ton in ton lots, while small 
lote are charged the usual advances. 

Sheets.—Late last week the Brier 
Hill Steel Co., at Youngstown, Ohio 
made an advance of $5 per ton on all 
grades of sheets, and it is not unlikely 
that other makers will take **> same 
action in the near future The new 
prices of the Brier Hill Stecl Co. are 
now 2.50c. for blue annealed sheets, 3c. 
for No. 28 gauge soft black and 4c. for 
No. 28 galvanized sheets. These prices 
are for large lots for direct shipment 


mand later in the season. 
year. 


ter than for some months. 


at any time this year. 


ment from mill. 
usual advances for small lots. 
Wire Products.—As briefly 


TWIN 
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1921. 
BF Myewe volume of business done by the 
retail hardware merchant remains 
only fair, but most of the dealers feel 
that business is now on an upward 
trend. The improvement is expected to 
be very gradual and will not reach 
a really satisfactory volume until next 
spring. While sales are only fair when 
compared to previous years they are 
considered very satisfactory in view of 
the general business depression through 
which we have been passing. Some 
dealers are able to do a good volume of 
business by heavy and consistent ad- 
vertising featuring the declines, and 
while this cuts down profits to some ex- 
tent, it serves to dispose of lines on 
which large stocks have accumulated, 
and stimulates business on items where 
prices have not been reduced. Dealers 
who have marked down goods in stocks 
immediately on receiving notice of job- 
bers’ reductions have been able to win 
business away from dealers who base 
their prices on actual cost of goods on 


3725 Colfax Avenue 
Minneapolis, Minn., Sept. 12, 


from mill. The American Sheet & Tin hand. Smaller dealers who have not 
Plate Co. is now operating its sheet followed quotations find difficulty in 
mills at close to 50 per cent of normal making sales. 

capacity, but the independent mills are Collections are very slow in the 


not doing so well. The new demand for 
automobile sheets is not so active as it 
has been, some of the larger automobile 
makers having cut down operations ow- 
ing to the falling off in the demand for 
cars on which price reductions have not 
been made as in other makes for which 
the demand is better. 


Some jobbers have advanced their prices 


smaller cities but are reported to be 
improving in the larger towns. The 
farmers this season are disposing of 
their crops rapidly and the credit situa- 
tion should improve from this time on. 

With the exception of the sash and 
door factories there is very little im- 
provement in manufacturing conditions 
in this territory. 


and are now quoting as follows: Blue an- p 3 > H 

nealed sheets, 2.75c. to 2c.; No. 28 gauge Jobbers report that buying by re- 
Bessemer black sheets, 3.25c_ to 3.50c., and tailers remains on a hand to mouth 
No. 28 gauge galvanized, 4.25c. to 4.50c. in basi $ 

sual ite tell Mites tins “ucla an asis, and that some dealers even go to 


pend largely on the size of the order. 


the extent of going without goods hop- 








Boards.—Local 
makers say the new demand for heat- 
ing stoves, gas, coal and oil, is better 
Prices are from 
20 to 25 per cent lower than last year. 

Snow Shovels.—As yet the local deal- 


Prices are 
from 20 to 25 per cent lower than last 


Tin Plate-——The new demand is bet- 
The Amer- 
ican Sheet & Tin Plate Co. is now oper- 
ating its mills to about 50 per cent of 
capacity, a larger rate of operation than 
Makers of con- 
tainers for perishable foods did not 
buy enough early in the year, and are 
now placing good sized orders again. 
Prices are firm at $5.25 per base box 
for bright plate in large lots for ship- 
Jobbers charge the 


an- 
nounced in “Hardware Age” last week, 
the American Steel & Wire Co., has 
made an advance of 15c. per keg in the 
base price of wire nails, or from $2.75 
to $2.90, and has also advanced most 
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grades of wire $2 per ton. This same 
advance has been also made by most 
of the independent wire mills, and the 
market is reported as quite firm. For 
some time the demand for wire nails 
and wire has been quite active, and with 
the very low prices that were ruling, 
an advance was the natural thing to 
happen. The base price of wire nails 
in large lots is now $2.90, and plain 
bright and annealed wire is $2.60 per 
100 Ib. Over these prices jobbers 
charge the usual advances for small 
lots. No advance was made in prices 
on woven wire fencing. 

Jobbers quote from stock, to the re- 
tail trade, as follows: 

Wire nails, $3.25 base per keg, galvan- 
ized, 1 in. and longer, including large-head 
barbed roofing nails, taking an advance 
over this price of $1.25, and shorter than 1 
in., $1.75; bright Bessemer and basic wire, 
$2.85 per 100 lb.; annealed fence wire, Nos. 
6 to 9, $2.85: galvanized wire, $3.45; galvan- 
ized barbed wire, $3.85; galvanized fence 
steples, $3.85; painted barbed wire, $3.35; 
polished fence staples, $3.25; cement-coated 
nails, per count keg, $2.80; these prices 
being subject to the usual advance for the 
smaller trade, all f.o.b. Pittsburgh, freight 
added to point of delivery, terms 60 days, 
net, less 2 per cent off for cash in 10 days. 
Discounts on woven-wire fencing are 68 to 
70% per cent off list for carload lots, 67 to 


69% per cent for 1000-rod lots. and 66 to 
68% per cent for small lots, f.o.b. Pitts- 
burgh. 

ing for further reductions. Even 


though there may be reductions it is a 
poor policy not to have a well assorted 
stock on hand. The profits on one sale 
will often make up any possible reduc- 
tion on a small order to the jobber. 

Hardware quotations in general re- 
main very steady, and such reductions 
as do occur are very gradual. 


Builders Hardware.—Sales of builders 
hardware continue to be a very good 
volume, and are reported to be improv- 
ing all over the territory. The total of 
building permits in the Twin Cities 
already exceeds that of last year. 

Axes.—The demand for axes in a re- 
tail way continues to be of very small 
volume, but should improve somewhat 
from now on. Jobbers stocks are ample. 
Prices show no change. 


We quote from local jobbers’ stocks: 
Single bit, $14.50; double bit, $19.50, base 
weights. 


Brads.—Sales of brads remain very 
satisfactory, although not of very large 


volume. Stocks are ample. Prices re- 
main as last. 

We quote from local jobbers’ stocks: 
Brads in bulk, 70-10 per cent; in packages, 
70 per cent. 

Bolts.—The demand for bolts con- 


tinues dull, and little improvement is 
looked for in the immediate future. 
Jobbers’ stocks are in good condition. 
In line with reductions in price of steel 
there has been a further reduction in 
the price of bolts. 


We quote from local jobbers’ stocks 
Small carriage bolts, 50-10-5 per cent; large 
carriage bolts, 50-5 per cent; small machine 
bolts, 60-10 per cent; large machine bolts, 
55-5 per cent; stove bolts, 75 per cent; lag 
screws, 60 per cent 


Coal Hods.—Retail demand in this 
line will soon open up and the dealer 
should be stocked for a reasonable de- 
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mand. This line is a good seller dur- 
ing the fall and early winter season. 
There has been a slight reduction in 
prices since last report. 

We quote from local jobbers’ stocks: 
Japanned open, 17-in., ; 18-in., $4.80; 
japanned funnel, 17-in., $5.40; 18-in., $5.95; 
galvanized open, 17-in., $6; 18-in., $6.55; 
galvanized funnel, 17-in., $7.40; 18-in., $8. 

Eaves Trough, Conductor Pipe, and 
Elbows.—Locally there is a very fair 
demand for this line, and as a whole 
sales are proportionately as good as 
other lines in the dealers’ stocks. While 
there has been no decline in price as 
yet it is reasonable to expect one in 
line with other items of galvanized 
steel. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5 in., lap joint, sin- 
gle bead, $450 per 100 feet; 3 in. conductor 
ipe, 28 gage, corrugated, $4.50 per hundred 
eet; elbows, 3 in., corrugated, $1.63 per doz. 

Files.—The demand for files con- 
tinues of only fair volume. While no 
decline has as yet been announced by 
jobbers it is expected that a small de- 
cline will soon be put into effect. 

We quote from local jobbers’ stocks: 
Nicholson files, 60 per cent; Arcade, 60-5 
per cent; Riverside, 50-10-5 per cent. 

Galvanized Ware.—Galvanized ware 
is not moving very freely and is ex- 
pected to be rather slow during the 
winter months. While no price changes 
have been announced it is very likely 
to come following recent galvanized 
sheet reductions. 


We quote from: local jobbers’ stocks: 
Standard No. 1 galvanized tubs, $6.70 per 
doz.; No. 2 galvanized tubs, $7.55 per doz.; 
No. 3, $8.80 per doz.; heavy galvanized, 
No. 1, $18 per doz.; No. 2, $20.50 per doz.; 
No. 3, $22.80 per doz.; Standard 10 qt. 
galvanized pails, $2.35 per doz.; 12 qt., 
$2.60 per doz.; 14 qt., $2.90 per doz.; 16 qt., 
heavy galvanized stock pails, $4.50 per 
doz.; 18 qt. stock pails, $5.10 per doz: 


Glass and Putty.—With the approach 
of colder weather a little more interest 
is being shown in glass and putty. 
Volume will not develop until about 
the middle of October. Stocks are 
ample. Prices remain firm as_ last 
quoted. 


We quote from local jobbers’ stocks: 
Single strength, 80 per cent; double strength 
window glass, 82 per cent. Commercial 
putty in bladders, $4.10 per cwt. 


Lanterns.—The demand for lanterns 
is slowly but surely improving, and as 
this is an item not greatly dependent 
on business conditions, a fair average 
amount of business should develop. 
Prices show no change. 


We quote from local jobbers’ stocks: 
Tubular long globe, $13 per doz.; tubular 
short globe, $1: per doz.; tubular dash, 
$17.60 per doz. 


Nails.—Retail demand for nails con- 
tinues fairly steady and of good vol- 
ume. Jobbers’ stocks are well assorted 
and sufficient to meet demand. Prices 
show no change. 

We quote from local jobbers’ stocks: 
Standard wire nails, $3.85 base; cement 
coated nails, $3.25 base. 

Oil Heaters.—There have been a few 
cool days and consequently some inter- 
est is now being shown in this line. 
A good volume of fall business is ex- 
pected. Stocks are readily obtainable. 
Prices remain as last. 


We quote from local jobbers’ stocks 
Japanned polished steel, 3 qt. capacity, 
$4.10 each; nickeled polished steel, 4 at. 
capacity, $5.90 each; blue enameled body, 
4 qt. capacity, $7.50 each. 
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Paper.—Sales of building papers of 
all kinds continue to be of very good 
volume and should continue so during 
the next two months. Prices as last. 

We quote from local jobbers’ stocks: 
No. 2 tarred felt, $2.95; threaded felt, $1.78; 
slaters felt, $1.39; No. 20 red rosin, 44c. per 
roll; No. 25 red rosin, 57c.; No. 30 red rosin, 
70c. 

Registers——Demand remains rather 
light and a large volume of business is 
not expected. Prices remain as last. 


We quote from local jobbers’ stocks: 
Cast steel registers, 30 per cent from 
standard price lists. 

Rope.—There has been some im- 
provement in the demand for rope but 
the total sales remain below the aver- 
age. Prices remain firm as last quoted. 

We quote from local jobbers’ stocks: 
Pure manila rope, 171%c. per Ib. base; pure 
sisal rope, 14%c. per lb. base. 

Sandpaper.—Sales of sandpaper con- 
tinue of satisfactory volume consider- 
ing general conditions. Prices show 
no change. 

We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 garnet 
paper at $15 per ream. 

Sash Cord.—There is a very good de- 
mand for sash cord at the present time. 
In view of recent advances in the cot- 
ton market it would appear to be a 
good time to buy stocks for immediate 
future needs. Advances of from five 
to ten cents per lb. according to quality 
can be expected. 


We quote from local jobbers’ stocks: 
Silver Lake sash cord No. 8, 58c. per Ib.; 
ordinary braided sash cord No. 8, 33c. 
per lb. 


Sash Weight.—There is a steady im- 
provement in the demand for sash 
weights and the total volume is very 
good. Prices remain as last quoted. 

We quote from local jobbers’ stocks 
$2.30 per cwt. 

Screws.—As reported in last issue, 
there is quite an improvement in the 
demand for wood screws of all kinds 
and sizes. This is probably due to the 
completion of buildings under construc- 
tion. No price changes. 

We quote from local jobbers’ stocks 
Flat head bright screws, 80 per cent; R. H. 
blued screws, 75 per cent; flat head 
japanned screws, 70 per cent; F. H. brass 
screws, 7214 per cent; R. H. brass screws, 
70 per cent. 


Snow Shovels and Sidewalk Scrapers. 
—No retail demand as yet, but dealers 
should be prepared for the first heavy 
snowfall, as sales are best early in 
the winter season. Prices show no 
change on snow shovels, but there has 
been an increase on the price of 
scrapers. 

We quote from local jobbers’ stocks: 
Wood straight handle, $5.75 per doz.; steel 
blade, straight handle, $4.75 per doz.; gal 
vanized steel blade, D handle. $14.40 pei 
doz.; steel sidewalk scrapers, $5 per doz 

Solder.—The demand for solder con- 
tinues of very small volume. There 
has been a further reduction in price. 


We quote from local jobbers’ stocks: 
Half and half solder. 20% c. per Ib. 


Steel Sheets.—There is very little 
demand for steel sheets, although there 
is some improvement in sales of gal- 
vanized sheets. There has been a fur- 
ther reduction in price. 


We quote from local jobbers’ stocks: 
28 gage black sheets, $4 per cwt.; 28 gage 
galvanized sheets, $4.50 per cwt. 
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Steel Traps.—Retail demand has not 
as yet opened up on this line, and only 
a fair volume of business is expected. 
Prices remain as last. 


We quote from local jobbers’ stocks: 
In dozen rt Victor No. 0, $1.71: No. 1, 
$2.01; No. 11, $3.05; No 2, $4.21; Newhouse 
ze 0, $4.7 No. 1, $5.62; No. 1%, $8.50; 
No. 2, $12.5¢ i 


Stove Goods 
is beginning 


A little retail interest 
to appear in this line with 


the first cold spell, and there should be 
a gradual improvement from now on. 
Prices remain as last quoted. 

We quote from local jobbers’ stocks: 


Stove boards 


llized, 28 x 28, $17 per 
doz.: 30 x 30, +10 


per doz.; 36 x 36, $27.50 


per doz.; stove pipe, uniform blued, 28 gage, 
6 in., $14.10 per crate K. D.; elbows, 6 in. 
common corrugated, $1.56 per doz.; 6 in. 
adjustable, charcoal iron, $2.05 per doz.; 
dampers, cast iron, wood or coil handle, 
6 in., $1.50 per doz tove shovels, ja- 
maser 15 in., 8 per doz.; japanned 
Jumbo, 21% in., $1 I doz.: japanned 
Jumbo Junior, 14 in., 90c. per doz. 


Tin Plate—With the exception of 
roofing tins there is very little improve- 
ment in the sales of this line. Prices 
remain as last. 


We quote from local s’ stocks: 
Furnace Coke ICL, 20 x 2s 5; roofing 
tin, IC, 20 x 28, 8 lb. coating, ¢ per box. 

Washers.—Demand remains’ very 


light and no improvement is expected 
until manufacturing is resumed on a 
larger scale. Prices remain as last re- 
ported. 

We quote from local jobbers’ stocks: 
% in. wrought steel, $6.45 per cwt.; 1 in. 
wrought steel, $6 per cwt. 

Weather Strip.—Some interest is be- 
ing shown in this line and sales should 
begin to develop about the first of 
October. Prices remain as last. 

We quote from local jobbers’ stocks: 
Wood and felt, 5 and 7% in., $2.10 per 100 
ft.; 1 in., $2.85 per 100 ft 

Wheelbarrows.—The demand _ con- 
tinues to improve slightly, but the total 


volume of sales is not large. Stocks 
are now readily obtainable. Prices 
show no change. 

We quote from local jobbers’ stocks: 


Wood stave fully bolted, $36 per doz.; No. 1 
tubular steel, $7 each; No. 1 garden, $5.40 
each. 

Wire.—The demand for wire con- 
tinues to be of rather small volume. 
Jobbers stocks are ample. Prices show 
no change since last report. 


We quote from local jobbers’ stocks: 
Barbed wire, painted, cattle, 80 rod spools, 
$3.30; galvanized, cattle, $3.66; painted hog 
wire, $3.47: galvanized hog wire $3.91 
smooth, black annealed No. 9. $3.60 per 100 
Ib.; smooth, galvanized annealed, $4.10 per 
100 Ib . 


Glidden to Distribute Duteh 
Paints 


Ripolin, said to be the original Hol- 
land enamel paint made from the 
process developed by Reip, prominent 
Dutch chemist, will be made and distrib- 
uted by the Glidden Co., Cleveland, and 
associated companies. Naamlooze Ven- 
nootschap, Amsterdam, Holland, the 
owners of this process, recently an- 
nounced that sole right to make and 
distribute this Dutch paint throughout 
the North American continent had been 
transferred to the Glidden Co., who 
will supply the trade in gallons, half 
gallons, quarts, pints and half pints 
as well as in five-gallon lots to big 
users. 


ee 
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HARDWARE AGE, 
Guardian Bldg., 
Cleveland, Sept. 19. 
MARKED change for the better 
has developed in the hardware 


Office of 
538 


market. Jobbers have a feeling of 
confidence in the future that they 
have not’ displayed for some 


time and report an improvement in 
orders. Sales are better than they 
have been, as retailers as a rule are 
ordering in larger quantities. Such 
seasonable lines as stove pipe and el- 
bows, sleds, axes, lanterns, stove boards 
and ice skates are moving well. A few 
items, particularly electric washing ma- 
chines and electric irons which have 
been quiet for some time, have become 
quite active. Retail dealers are begin- 
ning to get some fall business and their 
sales show a gain over August. 

Some important price changes were 
made during the week, not all of these 
being downward. New prices on lawn 
mowers for next season, a reduction 
of 10 to 15 per cent in this year’s prices, 
have been made by two manufacturers. 
At least one jobber has reduced poultry 
netting and wire cloth, anticipating a 
factory reduction. One manufacturer 
has reduced oil cook stoves 15 per 
cent. Pipe fittings have been marked 
down. Various staple products used in 
electrical construction work have been 
reduced 20 per cent, but porcelain 
goods, made for the same industry, 
have been advanced. Two lines of 
wrenches have been marked down. 
Wringers have also been reduced. Job- 
bers have put into effect reductions 
recently made by manufacturers of steel 
goods and wood handles. Price ad- 
vances have been made on boilers and 
radiators and on sash cords. 

Liberal price concessions are being 
made by some jobbers on some lines of 
which they are carrying large stocks, 
which they desire to reduce in view 
of expected price reductions by manu- 
facturers. 

Automobile Tires and Accessories.— 
The demand for tires continues fairly 
heavy although the season is approach- 
ing when some falling off is to be ex- 
pected. Sales of lenses are still heavy 
and a good demand for these is expected 
for some time from car users who have 
been a little slow in replacing old types 
of lenses with lenses meeting the re- 
quirements of the new Ohio state law. 
The demand for spark plugs and other 


accessories is rather moderate. Prices 
are unchanged. 

We quote from jobbers’ stocks, f.o.b. 
Cleveland: Reliance jacks, No. 1, $2.33; No. 


2, $3.33, in lots of 12; A. C. Titan spark 


plugs, 65c. in lots up to 10, and 58c. in lots 
of from 10 to 100; Derf spark plugs, 96c. 
each for all sizes, in lots less than 50: 
Champion X, 50c. each for less than 100 
and 48c. each for over 100; Champion regu- 


lar, 58c. each for less than 
and 56c. each for over 100. 


Axes.—The demand for axes has im- 
proved considerably recently owing to 
the placing of orders by retailers who 
did not buy earlier in the season. Prices 
are unchanged. 


100, all sizes, 


grade 


Jobbers quote: 


First single bitted 
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axes, handled, $21 per doz.; unhandled, $17 
per doz.; double bitted axes, handled, $26.59 
per doz.; unhandled, $22.50 per doz.; sec- 
ond grade axes, single bitted, handled, $19 
per doz.; unhandled, $16 per doz.; double 
bitted, handled, $24 per doz.; unhandled, $21 
per doz. 


Brushes.—Jobbers are booking a fair 
volume of orders for paint brushes for 
next spring’s delivery. Prices at the 
present time are said to be fairly low 
and these are guaranteed by most 
manufacturers up to March 10. 


Bolts and Nuts.—The demand for 
bolts and nuts is rather light. There 
is still considerable irregularity in 
manufacturers’ prices but jobbers’ 
prices are unchanged. 

Jobbers quote: Large and small machine 
bolts, cut thread, 60 to 60 and 5 per cent 
off list; carriage bolts, large and small, cut 
thread, 50, 10 and 5 to 60 per cent off list. 

Barb Wire.—Following the advance 
in mill prices there will be a corre- 
sponding advance of 14c. per 100 lbs. on 
barb wire, but new prices have not 
as yet been issued. Jobbers expect to 
make an advance in a few days. The 
demand is dull. 


We quote barb wire from jobbers’ stocks 
in 80-rod spools as follows: Cattle wire, 
$3.45; hog wire, $3.70; American specials, 
2.65. 


Boilers and Radiation.—A price ad- 
vance of 10 per cent has been made on 
heating boilers and 7% per cent on 
radiation. The advances resulted in 
the placing of considerable business be- 
fore the new prices went into effect. 
Standard 38-in. hot water radiation is 
now quoted at 32.1c. per ft. and steam 
radiation at 31.2c. per ft. It is stated 
that the pre-war prices on hot water 
radiation ranged from 18 to 22 cents 
per ft. 

Coaster Wagons.—Following the re- 
cent price reduction jobbers have been 
getting a fair volume of orders for 
coaster wagons. The price reduction 
is apparently fairly general. 


Eaves Trough and Conductor Pipe.— 
The demand for eaves trough and con- 
ductor pipe is fairly active and prices 
are unchanged. 


Jobbers quote eaves trough, crated, 79 
per cent off list; conductor pipe. crated 
and nested, 72 per cent off list; ridge roll 
81 per cent off list. 


Fence.—Fence is moving very slowly. 


Electrical Construction Material_—A 
price reduction of approximately 20 per 
cent has been made on staple electrical 
construction material, including keys, 
sockets, pull chains, rosettes, fuse plugs 
and plug cutouts. At the same time 
an advance of 10 per cent is noted on 
porcelain knobs and tubes. It is stated 
that recent competition on these porce- 
lain goods had resulted in prices below 
the cost of manufacture and, con- 
sequently, prices were advanced. 

Electric Irons.—The demand for 
electric irons which has been rather 
slow for some time has improved ma- 
terially and jobbers now report a very 
good volume of orders. Prices are un- 
changed. 


Fence.—As fence manufacturers 
have been able to buy stocks of wire 
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at the recent prevailing prices the ad- 
vance in wire is not expected to re- 
sult in higher prices on fence for at 
least some time. The demand is slow. 


Jobbers quote fence f.o.b. Pittsbureh at 
68 per cent off list for carloads for mill 
shipment and 67 per cent off list for legs 
than carloads, mill shipments. 


Food Choppers.—Sales of food chop- 
pers are still fairly heavy and prices 
are unchanged. 


Guns and Ammunition.—The hunt- 
ing season in Ohio has opened and sales 
of guns and ammunition have started 
in a fairly satisfactory volume. Job- 
bers and retailers have good stocks. 

Galvanized Ware.—The galvanized 
ware market is <till very unsettled in 
respect to prices. Price concessions of 
from 5 to 10 per cent are being made 
on tubs and up to 15 per cent on pails 
from regular prices which are quoted 
below. 


Jobbers quote galvanized 
wringer attachment, No. 1, $7.50 per doz.; 
No. 2, 8.50 per doz.; No. 3, $10.50 per doz. 
12-qt. pails, $2.65 per doz.; Red Band pails, 
$6.50 per doz. 

Handles.—Jobbers have revised 
prices on wood handles following the 
recent reductions made by the Ameri- 


can Fork & Hoe Co. Axe handles are 


tubs with 


unchanged. 

Jobbers quote hickory axe handles, single 
wnd double bitted. best grade, $5.35 per doz.; 
XXX grade, $4.75 per doz.; XX grade, 


$4 per doz.; X grade, $3.15 per doz.: Ameri- 
can Fork & Hoe Co.’s wood “‘D’”’ shovel, 
spade and scoop handles, X grade. $6 per 
doz.; malleable ‘“‘D’”’ grade manure fork and 
spading fork handles, $5 per doz.; X grade, 
long shovel spading handles, $4.50 per doz.; 
hay and manure fork handles, 
4-ft., $3.15 per doz.; 4'2-ft., $3.60 per doz.; 
XX grade, 4-ft., $4.25 per doz.; 4'/o-ft., $4.60 
per doz. 

Ice Skates.—Sales of ice skates are 
not heavy but orders are still being 
placed with jobbers in fair volume. 

Lawn Mowers.—New prices have 
been announced on the Pennsylvania 
and Buckeye lines of lawn mowers, 
these representing a decline of from 
10 to 15 per cent from this year’s prices. 
Jobbers have commenced to take orders 
at the new prices. 

Nails and Wire—wWhile mills have 
advanced prices 15c. per keg ‘on nails 
and 10c. per 100-Ibs. on plain wire, 
local jobbers have made no price ad- 
vances on thee items. Jobbers were 
able to replenish their stocks before 
the mills made the advances and 
present indications are that jobbers’ 
prices are not likely to be advanced, at 
least for the present. 


Jobbers quote nails at $3.25 per keg for 
less than car lots for stock shipment; $3.14 
per keg for less than car lots for mill 


shipment; $2.85 per keg for car lots for mill 


shipment. For shipment from stock jobbers 
quote No. 9 annealed wire, $3 per 100 Ib 
No. 9 galvanized wire, $3.50 per 100-lb.: 


cement coated nails, $2.90 per 100-Ib.; gal- 
vanized staples, $3.90 per keg. 

Poultry Netting and Wire Cloth — 
Anticipating a price reduction on poul- 
try netting and wire cloth, which, how- 
ever, has not yet been made by the 
manufacturers, one jobbing house has 
named lower prices on both items and 
has commenced to take orders for next 
spring delivery at these prices. Some 
revisions in the prices may be found 
necessary when manufacturers definite- 
ly announce their prices. 
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Paint Material Prices as Quoted in New York—September 19, 1921 
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We quote new prices as follows for mill 
or stock shipment: Poultry netting, 50 per 
cent discount; 12-mesh black wire cloth, 
$2.10 per 100 sq. ft.; galvanized, $2.60 per 
100 sq. ft.; bronze wire cloth, $7 per 100 ft. 

Paints and Varnishes.—The paint 
market is quiet. Present prices on 
mixed paints are being quoted only for 
prompt shipment. Linseed oil and tur- 
pentine are firmer. Manufacturers of 
denatured alcohol are attempting to 
get somewhat better prices for future 
shipment. The price at present is 45c. 
per gal. in bbl. lots and 38c. per gal. 
in car lots, which is regarded as very 
low. 


Jobbers quote best quality mixed paints 


at $2.60 per gal. for colors and $2.75 for 
white; turpentine, 


86%c. per gal. in bbl. 
lots; linseed oil, 86c. per gal. for raw oil 
and 88ec. per gal. for boiled oil; best quality 
white lead at 12%c. per ib. in 100-lb. kegs. 

Pipe Fittings—Prices on cast iron 
pipe fittings have been reduced 10 to 
12 per cent and on malleable fittings 


a 5 per cent reduction has been made. 


Rope.—The demand for rope is quiet 
and prices are unchanged. 

Jobbers. quote best grade manila rope at 
15%c. per Ib. for mill shipment and 16%c. 
per Ib. for stock shipment, and sisal rope 
at 15¢e. per Ib. from mill and 15%c. per Ib. 
from stock. 

Storage Batteries—There is a good 
demand for dry cell storage batteries 
and jobbers report a scarcity of No. 6 
Ignitor and the Hot Shot type of bat- 
teries on which deliveries are slow 
from the manufacturer. 


Steel Sheets.—Mill prices on black 
ind galvanized sheets are firm. Jobbers 
have marked down black sheets $5 a 
ton. The demand is light. 


Jobbers quote 'No. 28 black sheets at 
}.75¢c.; No. 28 galvanized, 4.75c.; No. 10 blue 
innealed, 3.10c. 


Steel Goods.—Jobbers have com- 
menced to take orders for garden tools 
for spring delivery at the recent price 
reduction and report a fair volume of 
sales, 

Steel Roofing.—Steel roofing is in 
fair demand and is quoted at $3.60 per 


sq. for No. 29 gage corrugated, for mill 
shipment. 

Stoves—At least one manufacturer 
has recently made a price reduction of 
from 10 to 30 per cent on its line of 
gas ranges, hot plates and other gas 
appliances. This company advises that 
this is the second reduction it has made 
this year, having marked these goods 
down from 10 to 20 per cent on Jan. 1. 
The trade is looking for a price reduc- 
tion by one of the large makers of gas 
stoves about Oct. 1. 


Sash Cord.—A price advance of 2c. 
per ton has been made on sash cord. 

Jobbers quote sash cord as follows: Yale, 
34 to 35c. per Ib.; Forest City, 35 to 36c. per 
Ib.; Sampson, 57 to 58c. per Ib. 

Sash weights.—Sash weights are rather 
quiet with prices unchanged at $34 per 
ton for foundry shipment and $37 for ship- 
ment out of stock 

Sleds.—Some of the jobbers report 
that sales of sleds this season have been 
larger than for a number of years. 
The heavy buying is pretty well over 
and shipments are now being made. 

Stove Pipe and Elbows.—The demand 
for stove pipe and elbows is fair and 
prices are unchanged. 


prices as follows, for ship- 
Security pipe, 





Jobbers quote 
ment out of stock, six in. 


28-gage, blued, $4 per crate; 26-gage, blue, 
$4.60 per crate; elbows, 28-gage, $1.50 per 
doz. 


Screws.—Screws are moving rather 
slowly at unchanged prices. 

Jobbers quote screws as follows: Fiat 
head, bright, 77%. 10 and 5 off list; round 
head, blued, 75, 10 and 5 per cent off list: 
round head nickel, 65 and 10 per cent off 
list’ flat head brass, 70, 10 and 5 per cent 
off list. 

Washing Machines.—The demand for 
electric washing machines, which has 
been rather slow for some time, has 
picked up conciderably. Lower prices 
are being named on competitive lines. 

Wrenches.—A_ price reduction of 
about 10 per cent has been made on 
the Trimo and Stilson lines of wrenches. 


Wringers.—Leading manufacturers 
of wringers have reduced prices from 10 
to 15 per cent. 


Charles F. Bragg Dead 


Charles F. Bragg, president N. H. 
Bragg & Sons, Bangor, Me., iron and 
hardware, died at his home in that city 
recently in his seventy-first year. Since 
its inception, Mr. Bragg was actively 
associated with the New England Iron 
and Hardware Association, and prob- 
ably was one of the most widely known 
New England iron and hardware mer- 
chants. He was born in Dixmount, Me., 
but resided in Bangor practically all his 
life. He served that city as mayor for 
three terms and in less important mu- 
nicipal positions. 

Mr. Bragg was one of the promoters 
of the Bangor & Aroostook Railroad 
Co., was president of the Orono Pulp & 
Paper Co. and was prominently inter- 
ested in various other business enter- 


prises. He is survived by his widow, a 
son, Franklin L. Bragg, and two daugh- 
ters. 


George F. Wright Forms 
New Company 

George F. Wright, Worcester, Mass., 
son of George M. Wright, has purchased 
the Standard Plunger Elevator Co., 
Stafford Street, Worcester property, and 
shortly will announce the incorporation 
under Massachusetts laws of a $100,000 
company, the purpose of which will be 
to manufacture poultry netting, wire 
cloth, lathing and rope by newly de- 
signed equipment. Mr. Wright will be 
president of the new company, Herber 
N. Wright, treasurer, and A. B. Peavey, 


general sales manager. Albert S. 
Knight will be associated with the 
company, possibly in an engineering 


capacity. These gentlemen formerly 
were associated with the Wright Wire 
Co., Worcester and Palmer, which was 
sold to the Clinton-Wright Co. 

Mr. Wright until last February was 
a director of the Wickwire-Spencer 
Steel Corporation, Buffalo, which ab- 
sorbed the Clinton-Wright Wire Co. 
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Accomplishments of Merchandise Fair * 


An attendance of nearly 1000 mer- 
chants, buyers and exporters featured 
the last Big Merchandise Fair, which 
was held at the Seventy-first Regiment 
Armory, New York City, Aug. 1, 2, 3, 
4, 5. In view of the fact that many 
merchants throughout the country have 
carried over good-sized stocks of mer- 
chandise from last year, the buying per 
capita was not as heavy as usual, al- 
though the large attendance caused 
practically all the exhibitors to do a 
worth-while and profitable business. 
The best feature from the exhibitors’ 
standpoint was the fact that they 
opened many new accounts which, con- 
sidering the general slowness of busi- 
ness during the summer, caused manu- 
facturers, importers and distributors 
who displayed their lines at the fair to 
be well pleased. 

It is now predicted by manufacturers 
and retailers alike that following the 
holiday trade this year mercantile es- 
tablishments will carry over the small- 
est inventory in over ten years. This 
means that the month of February will 
usher in the greatest sane buying move- 
ment in a decade. 

The dates of the spring exhibit have 
been set for Feb. 20, 21, 22, 23, 24 at 
the Seventy-first Regiment Armory. 


This big merchandise fair week in New 
York will inaugurate the real spring 
and Easter buying season. 

Exhibitors at the last New York Mer- 
chandise Fair are already enthused 
over prospects for the next one. A big 
proportion of the old exhibitors have 
contracted for their old space or for 
larger siz booths. Many new exhibitors 
have taken space while other concerns, 
hearing of the success of the last fair, 
have gotten in touch with the pro- 
moters of this enterprise in order to be 
assured of securing a well-located ex- 
hibit space at the spring fair. 


S. B. Woodbridge, director of sales, 


. paints and pigments division, E. I. du 


Pont de Nemours & Company, and Mrs. 
Woodbridge, togetner with their daugh- 
ter Betty, have recently returned to 
Wilmington after spending a short va- 
cation at Bailey Island, Me. 


‘W. Frank Donohoe, assistant director 
of sales in the paints and pigments di- 
vision, having recently returned from 
a short trip to the Chicago district, 
finds the West quite optimistic and 
looking forward to a good fall busi- 
ness. 
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Reduction on Pipe 


A reduction of from $8 to $10 per 
ton on steel pipe and $10 per ton on 
steel boiler tubes has just been an- 
nounced by the National Tube Company, 
Pittsburgh, Pa. The spread between 
steel and iron pipe is now about $25 per 
ton so that a further reduction in prices 
on iron pipe in the near future is said 
to be probable. 


P. E. Bates Joins India 


P. E. Bates, for the past five years 
affiliated with the Mohawk Tire & Rub- 
ber Co. of Akron, Ohio, has identified 
himself with the India Tire & Rubber 
Co. of that city. 

Mr. Bates comes to the India with a 
wealth of experience gained through 
many years of association with the tire 
dealers in various states. 

In his new capacity as district man- 
ager, Mr. Bates will look after the In- 
dia- company’s interests in northern 
Ohio. 

One of the more recent additions to 
India’s executive sales staff is J. R. 
Hoffman, formerly connected with the 
Norwalk Tire & Rubber Company of 
Norwalk, Coun. 

Mr. Hoffman has spent a good many 
years in the tire business. 
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BARS—CROW— " 
Steel Crowbars, 10 to 40 “ 


Pinch Bars, 10 to 40 Iib., 
&8¢ 


BELTING—LEATHER— 
From No. 1 Oak Tanned Butts. 
Belting, Ex. Hvy., 18 02. «357% 
Belting, ) 40% 
Belting, .-40% 
Belting, 50% 
Second ae 55% 
Second Quality, Shoulders. .60% 
Cut Le pend Lacing, re 


Chace, 


Railroad 


1 5% Contractor’s Picks 


Losier Lacing Sides, per - 
ft. Raw Hide, No. 1 in- 
side 17 sq. ft. and over. 

Under 17 sq. ft 

Rubber— 

Competition (Low Grade) BES 

Standard 40&10 

Best Grades 

BLOCK S—Tackle— 

Common wooden 


.47¢ ROPE— 


Sisal, 


First Quality, 


qualit 
Sisal, 


arns: 


Carriage, Machine, &c.— 
Common Carriage (cut thread): 
% x 6, and smaller...40&10% 
Common Carriage (rolled 
thread): 
% x 6, and smaller. .50-10-5% 
Larger or longer.......50-5% 
Phila. Eagle, $3.00 list.... 

Bolt Ends, H. P. Nuts..... 40% 
Machine ‘(cut thread): 
% x 4, and smaller 
Larger or longer.... 

DRESSING—Belt— 
Liquid in gal. cans, gal. 


DRIL ~ eS aa DRILL 


STO 
Twist, Bit 0-10 


Twist, sad and Straight 


ha 50% 
Wire Cones Jobbers’ and R. S 
Blacksmith 002 50% 
Brace Drills for Wood *40-5% 
EMER Y—Tarkish— 
Out of market at present time. 
Domestic, Ib. 1l¢ 


Jute: 


.$3.00 No, 1. 


% ac 


HAMMERS AND 
SLEDGES— 


Over 5 lb 

OILERS— 

Steel, Copper Plated... 
Chace, Brass and Copper... 
Railroad, coppered 

Zinc 

Railroad, brass 


PICKS AND MATTOCKS— 


Eastern Retail Trade. 
Manila, % in, diam. and larger: 
Highest Grade 
Second Grade 
Hardware Grade 
% in, diam. and larger: 
Highest Grade 23 
Second Grade ... 20¢ 
Sisal, Hay, Hide and Bale "Rope S, F. 
Medium and Coarse: 


y 
Tarred, Medium Lath 
First quality 
Second quality Sq 
Cotton Rope: y. 
Best 5/16-in. and larger, 
Medium, 6/16-in. 


Third Gr., 


larger 


Y%-in. and bs 
No. 2, %-in. and up. 17%¢ 


SAWS AND FRAMES— 
Hack— 


Saw Blades: 
6 i 


Saw 
Iron adj., per doz 


60-1 0- 10% . 
" Steel, adj., 


60-10-5% Star H. S, Frame 
10% 
O% 
SCREWS— 
Coach, 
Coach, Gimlet Point 


AY anada I ist 


30-10% Discount 
Cut Thread Iron, 


Per lb. 


23%¢; 


second 
2 


Frames— 


$3. 
Steel, adj., 8 to 12 in., per doz., 
$ 
steel hdle., per -: 


Adj. Pistol-Grip, per doz. .$19.09 
Lag and Jack— 
ek Screws— 


Machine— 


Fidt Head or Round Head, 
Fillister or Oval Round Head, 


Fillister or Oval Head.40&10% 
— Thread Iron, F, 


80-5% 
Fillister or Oval Head. .80% 
Rolled antes Brass: 


F illister. or Oval Head 


M. S. Taper Taps, No. 2 to 

12 in. ins. 50-10-5% 
M. S. Taper Taps, larger.45-5% 
16.90 WASHERS—Cast— 


8.11 Over Y-inch, barrel lots, per 
100 Jb, 6.25 


$20.22 
Iron and Steel 

Bolt.. 4s %* % 
$9.75 8.50 6.75 


% M 
6.50 6.40 


Size 


Washers 


WRENCHES— 
Agricultural 

Alligator or Crocodile 
Drop Forged 

Stillson pattern 

Genuine Walworth Stillson, 


622% 


50&10% 
50&10% METALS— 
in— 
ee ee eee ee ew eRe 29¢ 
36@37¢ 


H, or Straits, 
Bar 


Lake Ingot 
Electrolytic 


75-5 
60% 
Casting 


WA Set and Cap— 


Flat Head, Iron 


Set (Steel) net advance over 


iron 
Hd, Cap 

H ry Hd. Cap 

- ”" and smaller 
49@50¢ 54” and larger.. 


and ‘heise Fillister Head Ca 
Wood 


@46¢ 
. .23¢ 


5/16-in, 


Flat Head, Brass... 
Round Head, Brass. 
Flat Head, Bronze. 
Round Head, Bronze 


rrr rrr ere 
Hand Taps, % to %..... 
% 


ip 


Flat Head, Iron....77 
Round Head, Tron....75-20-10% 
.72%4-20-10% 
-70-20-10% 
.55&10&10% 


52Y%&10&10% 
STOCKS, DIES AND 
TAPS— 
+0 225-5 % 


Spelter and Sheet 
Western spelter 6@6%e 
Sheet Zinc, No, 9 base, cast 
11%¢ open 12¢ 
ene 
Rig 3, oye 
Per~ ibe "Ooo ¢ 
Solder— 
%, , % guaranteed 
Refined 
‘ , indiented 
private brand ‘vary according to 
composition. 
Babbitt Metal— 
Best grade, per lb 
Commercial grade, per Ib.... 
Antimony— 
Asiatic, per Ib. 
Aluaminum— 


No. 1 Aluminum (guaranteed over 
99 per cent pure), in ingots for 
remelting, per Ib @3i¢ 


75-5% 


American 
Bar 


%-20-10% 


6@6K%¢ 





